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“Seeing is Believing” 





DISPLAY 
MODEL 


NATIONAL 


“Big 4” Door Hangers 





are made to meet a demand from a certain class of people, those who are never satisfied, who 
always keep wanting something a little bit better. Such a man, when told by an enthusiastic 
user that the “Big 4°’ Hanger can’t be beaten, is inclined to doubt his word, until he too actually 
sees the ‘Big 4"° and observes for himself its many advantages. 
He notices the simple all steel construc- 
tion, and the braced rail; he gets in- 
terested. The dealer points out the 
“Braced anti-friction-steel roller bearings, the 
Rail” sherardized axles and rivets, and ex- 
al plains that the “Big 4"’ brings the door 
closer to the track than any other 
hanger, and that the two studs riveted 
in the drop strap prevent it from jump- 
ing the track. 
‘*‘That will do,’’ says his listener. ‘‘I 
want that Hanger.” 
‘But I haven't told you about the flex- 
ible feature and several other things 
yet,’ says the dealer. 
“You don’t have to,”’ replies his new 
114 x 3/16 inches. Made customer, and you won't either. 
in 4-, 6-, 8- and 10- ‘‘Seeing is believing’’ and we supply 
foot lengths you direct. 















Flexible Feature 


The door swings out and 
rises high when bumped. 
When the door hangs 
straight down the Hanger 
is perfectly rigtd—there 
is no vibration. Notice 
hook turned in under rail. 


National Manufacturing Co. 
STERLING, ILLINOIS 
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Auto Accessories on Show 


Over 
Two Hundred 
Car Comforts 
Are Shown at 
New York’s Big 
Auto Show 


By JOHN A. MCNAMARA. 


CCUPYING four floors of the Grand Central 
6) Palace and the entire floor space of the Eighth 

Coast Defense building in the Bronx, the twen- 
tieth Annual Automobile Show of the New York City 
Automobile Chamber of Commerce opened Saturday, 
January 3, and until the closing day, which was the 
10th, both buildings were crowded to capacity with 
admirers and prospective buyers of automobiles and 
accessories. The show was by far the biggest success 
that has ever been held in this line anywhere in the 
world. 

Two floors of the Grand Central Palace were given 
over to the exhibition of auto accessories and nearly 
everything pertaining to the automobile was found on 
these floors. At the Armory, where the trucks were 
on exhibition, at least half of the space was taken by 
the accessory booths. The show was a triumph for 
accessories as well as the cars themselves, and all ex- 
hibitors reported unprecedented success for this year. 

That 1920 would be the banner year for automobiles 
and accessories was the prediction of every exhibitor. 
Never before in the history of the motor car has such 
crowds surged through aisles of autos and parts, and 
the spirit in which they tread between the millions of 
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All Indications 
Point to 


Record Year 


in 
Accessory 


Business 


dollars’ worth of transportation gave manufacturers 
a rosy and optimistic outlook upon the business for the 
coming year. 

And New York is usually the pace-setter for the rest 
of the country when it comes to spending money for 
motor cars. Prices on cars were a trifle higher this 
year and this held true for some of the accessories. 

One of the most noticeable features of the show was 
the many women visitors. And their knowledge of auto- 
mobiles and technical terms! Lubrication, differentials, 
crank shafts and other intricate parts of the machines 
are no mysteries to them any more. Their “speaking 
acquaintance” with the accessories was a surprise to 
many manufacturers. It was very evident that women 
are partial to inclosed cars of the sedan and brougham 
types and car builders, quick to realize this, are exhibit- 
ing more of these styles than in previous years. In fact, 
on the main automobile floor was to be found sixty-one 
inclosed cars, while there was exactly one less of the 
open make. 

The census shows that exhibiting this year are 84 
different makes of automobiles and 210 different acces- 
sories. To many the accessory department was more 
interesting than the automobile floors. All car owners, 
it was pointed out, must have accessories, while only 
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This booth brought customers 


those speculating on purchasing a new car this season 
are vitally interested in the exhibit of new cars. 


Accessory Booths Attractive 


ERHAPS one of the most noticeable displays among 

the accessories was that of the Vacuum Oil Co. In 
its booth was displayed a model of the world, which 
was continually in motion and being lubricated by 
Vacuum products. The entire model was incased and 
flooded with a pale blue light, which made a particularly 
pleasing effect. The American Chain Co. was another 
company that had a wonderful display, and opposite 
its booth was the Waltham Watch Co., who are making 
automobile clocks this year. 


The General Electric Co. had several booths at the 
head of the stairs, while around the corner on the third 
floor was the Stewart-Warner Speedometer Corp. 
booths. All headlight booths were attractively dec- 
orated, while the spark plug companies, such as Derf 
Manufacturing Co., Splitdorf Electrical Co., the Silvex 
Co. and many others, had interesting showings. The 
American Ever-Ready Works was another exhibitor, 
with a prominent booth and excellently displayed goods. 
Mirrors for automobiles also held a goodly portion of 
the crowd that visited the buildings. And the horn 
manufacturers, Klaxon and the rest of them, were very 
much in evidence. Shock absorbers and spring manu- 
facturers also have their new lines pushed well to the 


Plenty of spark plugs were shown this year 
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One of the accessory aisles at the palace. There were about 15 of these 
front and novel methods of motion advertising were hibitors among the accessory 
displayed in most of the booths. At the truck show in passenger car show. 

the Armory was to be found many of the same ex- 


William C. Poertner, president of the Poertner Motor 


men that were at the 








Above—Corbin men kept busy all day at this booth 


Below—An aisle 


of accessories at the truck show in the Eighth Coast Artillery Armory 














Car Co., came forward with the statement that one out 
of every fifteen persons in the United States is a pas- 
senger car owner. Hardware dealers in all parts of 
the country can readily see the vast amount of acces- 
sories which will be needed during the company year. 
It was also pointed out by Mr. Poertner that there are 
6,700,000 motor vehicles in operation in the United 
States, while in all the rest of the world combined there 
are but 1,384,250, and the United States is increasing 
their portion every day. Better cars and more of them 
seems to be the motto of the automobile manufacturers, 
and the accessory men are keeping up with the motor 
car production and continually inventing new goods 
which add either comfort or safety to the automobile. 


Accessory Men Optimistic 
HAT the automobile industry will be more prosper- 
ous than ever before was the statement given by 
J. Dalls Dort of the Dort Motor Car Co. This is nat- 
urally followed by similar statements from accessory 
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The show from every standpoint was a huge success, 
Time between exhibitions was well taken care of by 
exchanges of ideas, and the entire show was permeated 
with the atmosphere of the most friendly kind. Acces- 
sory men hobnobbed back and forth and gave each other 
mutual suggestions for the general welfare of the busi- 
ness, and competitors rubbed elbows with each other for 
the first time in years. In fact there seemed to be a 
mutual understanding that better business depended 
upon a better understanding of each other. 

A banquet of exhibitors was held Tuesday evening at 
the Hotel Commodore and it was attended by the most 
prominent men of the automobile industry. Never be- 
fore has such a gathering of well-known manufacturers 
been held. Presidents of the big motor car companies 
and the tire companies were there. It was estimated 
that 800 auto and accessory men attended. 

Besides the banquet meetings of all kinds were con- 
tinually held. Auto engineers, tiremen, salesmen, ac- 
cessory men of every description, body builders and 





A rather unique accessory display. Ribbons showed where Northwestern Chemical products were used 


manufacturers, who are looking forward to a year filled 
with business such as they have never seen before. The 
Motor Meter Co. of New York are most optimistic for 
the coming year and have invested much capital in their 
new plant. Its exhibit is one of the most attractive at 
this year’s show. 

Another interesting idea in connection with the auto- 
mobile show is the fact that in every first-class hotel 
there are little shows going on during the week. In 
the Hotel Astor lobby are exhibited two automobiles, 
while in the Commodore is to be found several Marmons, 
and in practically every hotel “side shows” are being 
given by motor car exhibitors. It was practically im- 
possible to get a room in the well-known hotels, as 
everything was reserved by auto exhibitors and dealers 
from all over the eastern part of the country. 

The weather for the show was ideal, which is unusual 
in New York during the month of January. There was 
just enough snap in the air to make visitors hurry to 
the big hall, and kept them there, loath to leave until 
after they had minutely inspected every booth. 





others were getting their respective heads together from 
the first day until the last exhibitor moved his goods 
from the hall. 


Praise Hardware Men’s Methods 

Ae makers stated that hardware dealers 

were at the present time becoming their best cus- 
tomers. They pointed out that all over the country 
hardware dealers were substantial merchants with good 
credit accounts and that being already established gave 
them prestige with automobile owners. Less bad ac- 
counts among hardware merchants than garage men has 
also been the experience of everyone of them and they 
are going after more hardware trade this year than 
ever before. 

New York newspapers were over generous in their 
allotment of space to the big show. Every New York 
paper on Sunday, January 4, had special editions and 
whole sections devoted to automobiles and accessories, 
and the advertisements carried by exhibitors and New 
York City distributors covered much white paper. Dur- 
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List the car owners in your territory and go after them 
r strong this spring. Watch the Motor Accessory page 
a in HARDWARE AGE for what they will need. 
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Above—An excellent display by J. H. Faw Company 








Below—Laboratories, Improved Gauge Co. and Jiffy Jack Co displays 
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The Stewart Warner girl was much admired 


ing the week there were many special stories appearing 
from time to time and the entire show was covered by 
expert newspaper men, the best that could be sent. 
Prospects for an extremely busy year are evident, 
especially in the accessory business, and it behooves the 
hardware merchant to go after this year’s—1920— 


business with a vengeance. It is up to the hardware 
man to see that every comfort, every safety device, 
every lighting system and underhood convenience is 
supplied to the automobile owner in his town or terri- 
tory. 

Mr. Hardware Man, get yours! 


General view of one floor of accessories 
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Cutlery Making in a Swedish Town 


How the Industry Progresses in Europe—The Sacrifice for 






Quality—Trouble of the Swedish Manufacturer 


By ER1Ic GUNNAR MELLGREN 





EDITOR’s NOTE.—We publish 
herewith an article by Eric 
Gunnar Mellgren, a prominent 
Swedish importer of New York. 
Mr. Mellgren recently returned 
from abroad and brings with 
him an intimate knowledge of 
the Swedish cutlery and edge- 
tool situation as well as many 
tales of human interest about 
Swedish labor. 








to see what that country 

could do in the way of sup- 
plying the American market 
with quality cutlery and tools. I went directly to the 
ancient city of Eskilstuna, where our factory, the Swed- 
ish Steel Forging Company, is located. 

Eskilstuna is quite an attractive little place with 
about 30,000 inhabitants. It is at least 300 years old 
and full of ancient buildings and shops, and here and 
there a “Swedish skyscraper,” which means a building 
5 or 6 stories high. But the little old wooden houses 
are the most interesting. It was in these houses that the 
reputation of Swedish steel articles, such as cutlery and 
tools, -were first built up. I never would have believed 
that so many little shops were still, and are yet at this 
very moment working along almost the same lines and 
the same old methods as used by our forefathers hun- 
dreds of years ago. Possibly some little improvements 
have been made, as methods of manufacture have been 
standardized and modernized all over the globe, but 
much is still being made by hand in Eskilstuna. 

These shops were of so much interest to me that I 
cannot help saying a few more words about them and 
about the way they turn out work. Take for instance 
a shop making pocket knives—one of the very oldest 
of Eskilstuna products. There are as a rule about three 
or four men working in each shop, one boss—and the 
rest of the crew in his employ. Sometimes one or two 
of the other men may be interested in “the firm” by 
having invested special skill in making a certain knife 
or tool, and eventually by investing in the enterprise one 
or two rooms of his own house. 

Every Friday is, and has been for centuries I believe, 
pay day in Sweden. The boss has no money and neither 
have any of the other fellows. So the boss starts out 
every Friday morning with a bundle under his arm, 
and that bundle contains his last week’s production, 
which he has got to sell in order to pay off his men. 
So he offers the bundle to the first man he meets in the 
street—or at least he used to do so. To-day the demand 
for his goods is so heavy that the various dealers and 
jobbers in Eskilstuna send out early in the morning 
Some one to get the bundle. The result has been in- 
evitable. The demand had a poor influence on the 


| he to Sweden recently 





quality—the quality is not to-day what it was four 
years ago, when every shop had to do its best to com- 
pete with not only the shop next door but with products 
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coming from a country located on the map not so very 
far south from Sweden. 

A good many firms have been started in Eskilstuna 
recently, and are now taking over the output of the 
small workshops. And what they get is not enough even 
to satisfy the Swedish demand for such cutlery. To-day 
the whole world seems to need the goods made in Eskil- 
stuna’s smallest shops. I must not forget to say that 
not even the very few real pocket cutlery factories in 
Eskilstuna cannot to-day take on a bit more business. 
What struck me immediately was that no one has tried 
to organize all the small shops, and by rendering cash 
assistance when necessary, enable them to concentrate 
on one good selling model at a time instead of, as is 
now, the cash working on a dozen different styles at a 
time. 

Have Poor Specialization 

HEREVER I went in Eskilstuna the same con- 

dition prevailed. Every factory—even the largest 
ones—are dividing their energy on altogether too many 
different articles. A good example is that one of the 
largest factories in its line (tools and cutlery) is turn- 
ing out more than 2000 different articles on a working 
force of about 200 men. The idea of not refusing an 
order, of whatever size and wherever it comes from, 
has created this sad state of affairs and made it impos- 
sible for Sweden to meet the competition of other coun- 
tries. Only the very largest plants are concentrating 
on a few articles that can be sold all over the world. 
One of these is the Swedish Steel Forging Company. 
That. company makes exclusively straight razors and 
pliers, and that it is working along the right lines is 
best proved by the fact that it has orders enough on 
hand from all parts of the world to keep it going for 
years, if it were not growing in proportion to the busi- 
ness it is getting. Yet the output of razors and pliers 
of that firm is many times as large as the total output 
of these goods from all the other Eskilstuna manufac- 
turers together. 

It is thanks to the president of the company, Fahle 
Hammar’s organizing ability, that prices can be kept 
on a level that makes it possible for the S. S. A. to join 
the game of competition all over the world. 

But the hardware dealers in all countries are to-day 
also asking for other kinds of cutlery, especially pocket 
cutlery. Mr. Hammar is, therefore, working hard to 
bring into effect his ideas of organizing the multitude 
of small shops in Eskilstuna. He knows the demand 
for different styles and models for pocket knives, and 
it will not be long until he will have succeeded in com- 
bining the three vital points of style, workmanship, 
and material, and can offer all kinds of cutlery to the 
foreign trade that demands quality goods. The Swedish 
cutlery and tool industry had during the great war the 
best opportunity ever offered for gaining the world’s 
market, 

Enormous Production 
HAT little city of Eskilstuna with its 30.000 inhab- 
itants is turning out yearly 45,000,000 crowns ($13,- 
000,000) worth of goods, the majority of which is 
(Continued on page 100) 








By WAYNE MENDELL 


HEN you obligated yourself to pay a large sum 
each year for your hardware storeroom, what 


was it that decided you? The size of the room? 
No. Friendship for the landlord? No. What was it, 
then? The location. Thousands of people are passing 
your windows every day. They have money in their 
pockets. They must buy somewhere. How many of 
them come into your big front door and deposit money 
in your cash register? 

Your store is judged by its advertising. True, there 
are other things that count, but they count AFTER- 
WARD. First impressions are the strongest. You 
will never have a chance to demonstrate your good serv- 
ice, your good values, unless you first get people into 
the store. 

Now—go out and mingle with the crowd on the street. 
You are a stranger to the store, let us suppose. You 
have never seen it before. Never been particularly in- 
terested, in fact. Perhaps you’ve never even heard of 
it. You are just one of the passing throng. 

Now, glance in the window. No. No—don’t stop. 
Remember, you’re not interested; you are just passing 
by. 

Did you see anything that caught your glance? Was 
there anything DIFFERENT? Anything that made 
you want to stop and look again; any one thing that 
flagged your attention and made a dent in your brain? 
Any impressions strong enough to wreck your train of 
thought? 

You see things differently now, don’t you? The crowd 
isn’t bothering its head about your store. People aren’t 
as interested in it as you are, evidently. They are 
busy with their own affairs. 

To be a good merchant, you must have a dual person- 
ality—similar to Dr. Jekyl and Mr. Hyde. Leave your- 
self in your tracks and become one of the crowd for 
awhile. Do it often. It will pay you. 


Scoring Sales by Windows 
HE purpose of your show windows is to sell mer- 
chandise. The decorations, the color-harmony, the 
fixtures—these are merely a means to an end. They 
must attract attention to the merchandise, and be for- 
gotten. Art must make a sacrifice hit to score Sales. 
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Slogans, Windows 
and Big Sales 


Arranging the goods to get the cus- 
tomers in the store and keeping them 
there—snappy ads, peppy win- 
dows and classy displays 


The most interesting thing you can put into your win- 
dow is merchandise. And it is the most profitable. 

Don’t spend your time and valuable window space on 
freak displays, to show how clever you are. Tin automo- 
biles and pink rabbits will attract attention, but that 
kind of a display won’t sell goods. Don’t lose sight of 
what you are trying to do. It’s SALES you are after. 

A new window display at least once a week—oftener 
in dull seasons; a window built to display merchandise, 
not to store it; displays large enough to be effective, yet 
not too large to pay their own way; let a few things 
predominate, but also let the merchandise be seasonable. 
It’s easier to sell umbrellas while it’s raining, you know. 
People buy what they want when they want it. 


This is a good model for a general hardware ad. Keep- 
ing “Sandy” always to the fore is part of Mr. Mendell’s 
scheme 





Look at this hammer, 
for instance. Lots of 
manufacturers make ham- 
mers# But I picked this 
brand because it’s the 
best. I wouldn’t put my 
‘O. K.’ on it if it wasn’t 
the best. 





See, the handle is straight 
grained, second growth hick- 
ory. It is balanced just right 
in the head and fixed so it 
won't come out. 


There's good temper in this 
hammer. It’s got a_ high 
grade of steel in it. No flaws. 
No soft spots. It'll stand up 
under hard wear. 


List here the items 
you want to feature in 
this advertisement. 


That’s the way we select 
all our hardware. There’s 
merit in it, or it wouldn’t be 
here. Try us. Sée if it 
isnt so. 


ot 
So" 


SUPERIOR HARDWARE CO. 


NEW YORK 


Always Look for 
This Mark. Itisa 
Sign of SUPER- 
SERVICE. 
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It is best to make a rough layout of the display you 
intend to put in. It will save time in the end. Make 
your plans before you take out the old window. Don’t 
let the window be idle a minute longer than necessary. 

Another good idea is to form the habit of saving a 
few suitable boxes, barrel heads and hoops, pieces of 
crating, ete., so that they will be handy when you need 
them. They can often be used in building window trims, 
ledge trims, etc., and they cost nothing 

It is absolutely necessary that the color-effect in the 
window should be pleasing. There is no excuse for 
using colors that fight each other. Go to nature for au- 
thority. Notice the Woods in autumn, the flowers in the 
springtime. Get color suggestions from the pansy, the 
rose, the rainbow. Make the colors seasonable, too. 
Here are a few suggestions that may be worked out in- 
expensively with paper: 

Spring—Green and white; moss green and dark green. 

Easter—Light and dark lavender and white. 

Autumn—Light and dark yellow, with white 
black. 

Christmas—Dark green and red, with white. 

A variety of color combinations similar to the above 
can be obtained for special occasions, such as Christ- 
mas, Easter, Hallowe’en, etc. Wall paper is good to 
use for a background. Natural leaves and foliage in 
autumn lend attractiveness to most displays. Don’t 
ever let a lot of dark-colored merchandise, like enamel 
ware, get together in one place. It will look like a blot. 
If the merchandise is all dark, the window will reflect 
like a mirror. A naturally dark background ean be re- 
lieved by plenty of show cards. 


and 


Make the Windows Bright 


BOVE all, don’t get the idea that all colors should 

match. Contrasts are much better. The brighter 
hues are more effective, if they harmonize. A pale, 
wishy-washy, timid, tired, bedraggled-looking window 
will do its full share to keep people away. 

Be critical of your windows. Get out in front and 
pick flaws in them. Probably you are not giving them 
the attention they deserve. Remember that you are 
trying to sell goods. Turn back to the last number of 
HARDWARE AGE in which I enumerated the principles of 
selling. Put them to work in your windows. 

All right. Your windows have pulled the stranger 
into the store. What does he see inside? 

He’s not a customer yet. He may look around a bit 
and go out. Many people come in that way, intending 
to make a purchase, but change their minds—why? 
There are others who come in, expecting only to look 
around, but change their minds and buy something— 
why? Some others buy more than they intended to 
buy—why? And in the answers lie the secret of suc- 
cessful selling. 

The store must be clean. Dirt is your natural enemy. 
Topsy-turvy counters, everything in a heap—such care- 
lessness won’t make any hit, especially with women. 
The store must be orderly, the aisles swept clean, the 
counters spic and span. But not too spic and span. Don‘t 
have everything so nice that they’ll be afraid to touch 
it. Make them feel at home. Let them understand that 
they can muss things up. Start it yourself. (The 
sense of touch. Remember?) 

If you have gas mantles on the counter, for instance, 
don’t lay them out in rows. No. Dump ’em. Pile ’em 
up. Make it look like a whole lot of them. Fix it so the 
customer won’t hesitate to pick them up and examine 
them. Beautiful displays may be a work of art, and get 
some pretty compliments. But you are not studying art. 
You are trying to sell goods. You are not decorating 
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the store, you are displaying the merchandise. There’s 
a happy medium. Find it. 

Counters and shelves should look very stocky. Chain 
stores use false bottoms in some of the counters to 
make the piles look bigger. To the person who couldn’t 
possibly use more than two or three of an article, there 
is something of awe in an immense stock of it. Remem- 
ber the first barrel of candy kisses you ever saw? Same 
thing. Play it up strong. 

Booths are especially good. Use them right along. 
Change their locations often and the style of making. 
You can start something moving almost any time by 
building an attractive booth over it. 


Keep the Ceiling Clean 
RDINARILY, the ceiling should be free of junk so 
the eye can see clear to the rear, taking in the 
wording of the department signs on the way and catch- 
ing the point of some smashing ledge trims. In summer, 
particularly, this makes the store seem cooler. 

When you want to emphasize a special event, suspend 
big signs over the aisles. This gives a “saley” effect 
which is all the better because it is in contrast to the 
regular store trim. 

A sale is no good without lots of noise, lots of stock, 
lots of signs—there must be something doing and no 
mistake about it. 
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This is inventory-time It is the time 


of year when we go through our bins and 
shelves and count everything. When we clean 
house we do it night. Wealw ays find things 


that we want to get rid of, and the best 








way to do it is to cut the price ‘way down 


othe tecte (/2.7 
: Sau 


SUPERIOR HARDWARE COMPANY 


NEW YORK 


= . — 


And this ad is very true just now following the holidays 








But y won't find anything cheat 
about good hardware is that it stays ¢ 
Hardware is a pretty good business, cagne 


a good kind of hardware store 


see what we've got 























All the boxes and merchandise on the shelves should 
be stacked flush with the front of the shelving, so as 
to make as nearly a solid mass as possible. Open spaces 
in shelving have a depressing effect. Fill’em up. Better 
still, if possible, get the goods out of the boxes and use 
the shelves to display them. Better use the shelving 
for display purposes than for storage every time. People 
usually buy what they see and no more. 

The ledges offer a great opportunity to display mer- 
chandise. Don’t merely decorate and leave the decora- 
tions up for weeks and weeks. Put good merchandise 
up there—fresh, new merchandise; the goods you want 
to move out. Put big selling signs on them. 

It is a good idea to build half-round or triangular 
placques—big ones—and mount merchandise of them 
attractively, being sure to tack on big show cards. But 
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do a good job. Don’t quit when you’re half done. Don’t 
skimp on size, or time, or trouble. It takes time to do 
things well. 

Small display tables are big profit producers. Keep 
them alive with new stuff all of the time—featured in 
a big way, with big show cards. It’s wonderful what 
they can do for you. Concentration. It is very simple. 

No matter how many show cards you are using you 
can use more. They sell goods for you right along and 
they draw no salaries. A display of merchandise with- 
out a show card is merely a puzzle that people are too 
busy to solve. The show card is the answer. 

Of course, you have every article price-ticketed. But 
wherever possible, you should add a selling message 
to the price. Make the show cards TALK. Make them 
tell the truth, though. Neither ignorance nor enthusi- 
asm will excuse foolish exaggeration. Be careful about 
it. Be extremely careful in grammar and spelling. 
Mistakes are inexcusable. 

Show Card Values 

ON’T try to make your show cards too fancy. Plain, 

bold lettering is better. They must be kept fresh 
and clean, and the wording must be short and straight 
to the point. People won’t waste time to read essays. 
Adapt the size of your signs to the need. Don’t cover 
the merchandise with signs too large. Neither will it 
be wise to have them too small. Use good judgment in 
this. 

Most hardware merchants don’t pay enough atten- 
tion to advertising. They have many excuses, but the 
fact is it’s too much trouble. And, since friend com- 
petitor finds it very convenient to use the same excuse, 
neither is willing to “start advertising” for fear both 
might have to work harder. Does it sting? Then the 
shoe fits! 

It may be that the other hardware stores in your 
community are no more progressive than you are. But 
that’s no sign your business isn’t being soaked up by 
chain stores, drug stores, department stores and mail 
order houses. 

If the hardware store doesn’t advertise it will cease 
to be a big business and become a little business. Sure, 


This ad should be one of the first used. It serves as an 
introduction and opening wedge 


INTRODUCIN 


\ a works in our Store. He opens up the 
? boxes in the shipping-room. Sometimes he 
~~ — helps with the other work, too. He is a 
regular handy-man, and we couldn't get along 
without him. Most all of our customers know 
Sandy, and respect his honesty and good 
udgment 











HERE is one jot 
fear or favor. He pa 


tore that Sandy jealously performs without 
rits of all the merchandise coming 







into the shippin, dy who is a better judge of good 
hardware. He tries out all the new things (with the help of Mrs. Sandy, if it’s 





household hardware); and when he has satisfied himself as 


the superior 
merit of an article, he marks it “O. K.” and signs his name It is a mark of Qu 
distinction. It is evidence of skilled selection. It is a sign of utmost value 
It is the Store’s guaranty of super-service 


ANDY is an editor, too. He has promised to get out a Store magazine 
S for us, called “The Sandpaper.” To Sandy's many friends this will be 
T amiliar with his homely philosophy, his 

ay of saying things. The first issue 
eived. We know there are 
to call and get 











unfailing good-natur 
Sandp. 


he Sandpaper” has just b not enough 
s< 





il any, but invite you 
or your pocket, and you'll find it one of 
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Hardware Age 


“Tm the guy 
that works for 


you day and 
night. [| never 
ask fora raise and 
I won't strike. 
Next time [ll 
tell you how I 


get out the house 
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it means work; but speaking of work, did you ever 
notice the overtime put in by the manager and his as- 
sistants in the chain store? And in the department 
store? If you never actually watched them work, 
haven’t you observed the results of. their work?—the 
daily advertisements, the changed window displays, the 
booths, the ledge trims, the price tickets, the show 
cards? 

Truly, hard work is the price of success. And these 
stores are taking the cream of the trade away from 
many of the hardware stores. 

Now for the advertising plan that the editor of 
HARDWARE AGE promised in the first article I would 
give you. 

The store must have a personality. It must be a 
thing of life and possess a soul. So I have created an 
imaginary character called “Sandy.” 


Meet Mr. Sandy 


ssQANDY” is one of the helpers in the store. He has 

been in the store a long time. He knows every- 
body and everybody knows him. He is a keen judge 
of hardware. He tries out all the new things (with the 
help of Mrs. Sandy, if it’s household hardware), and 
after he assures himself of the unquestioned merit 
of the article he always marks it “O.K.” and signs his 
name. 

I used this character “Sandy” in all of my advertise- 
ments—in newspapers, on show cards, in window dis- 
plays and in a monthly store paper, with great success, 
but there is nothing to prevent you from using this 
character or any other that you may yourself invent 
to inject Personality into your advertising. In my 
next article I’ll tell you more about the house organ, 
or store paper, I published, but in this article I will 
merely show you how we introduced “Sandy” to the 
public. 

My first advertisement was entitled “Introducing 
Sandy.” It is reproduced herewith and tells the whole 
story. Some of the other “Sandy” advertisements are 
shown. I’ll tell you more about the “Sandy” advertis- 
ing in the next article, and I’ll also show what I have 
done with considerable success through personal letters 
to customers and prospective customers. 
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The New Glidden Co. 


ITH a preferred stock of $7,500,000 at 7 per cent, 
W and 360,000 shares of common stock, the Glidden 

Company of Cleveland was recently reorganized 
following a merger of some of the large paint interests 
in the United States and Canada. This is the largest 
consolidation of paint manufacturers ever effected and 
the new company will start off with no bonded indebted- 
ness. Last year the combined business of the merged 
companies amounted to $16,500,000, and it is estimated 
that during the coming year an increase of 30 per cent 
will be made over this business. The Cleveland Plain 
Dealer, Jan. 1, 1920, stated: 

Companies that figure in the merger include the 
Glidden Co. of Cleveland, the Glidden Co., Ltd., Toronto, 
Ont.; the Glidden Co. of California; the Glidden Co. of 
Massachusetts, and the Glidden Co. of Texas. 

Other companies are the Heath & Milligan Manu- 
facturing Co., the Adams & Elting Co. and the Nubian 
Paint & Varnish Co., all of Chicago; the Forest City 
Paint & Varnish Co. of Cleveland, the American Paint 
Works of New Orleans, T. B. Blood & Co. and the 
Twin City Varnish Co., both of St. Paul, and the Twin 
City Varnish Co. of Illinois. 

Then there are the A. Wilhelm Co. of Reading, Pa.; 
the Campbell Glass & Paint Co. of St. Louis, and also 
the Linseed Oil Mill in St. Louis formerly operated 
under the name of the Mound City Linseed Oil Co. 

The new company will have assets of $15,500,000, 
with liabilities including reserve set up for federal 
taxes, local and state taxes, amounting to $2,250,000, 
making the net worth of the company $13,250,000. 

The organization will be unique in that it will have 
factories located at every strategical geographical point 
in the United States and Canada. In addition it will 
retain its controlling interest in the Glidden Stores Co. 
and will follow out its present plans of expansion in 
arranging for the control of its basic raw materials. 

The officers of the reorganized company will consist 
of Adrian D. Joyce, president; O. A. Hasse, vice-presi- 
dent, and R. H. Horsburgh, secretary and treasurer. 


Greene, Tweed & Co. Buys Brabson 
Bros. 


Willard H. Platt, president and treasurer of Greene, 
Tweed & Co., 109 Duane Street, New York City, re- 
cently announced the purchase of the brass goods 
factory of Brabson Bros,, Newark, N. J., including the 
merchandise, machinery and parts owned by the latter 
company. Mr. Platt announced that Greene, Tweed 
& Co. will hereafter manufacture and distribute the 
complete line of goods formerly made by Brabson Bros., 
under the Greene, Tweed & Co.’s name., 


Have Export Agents 


_Announcement is made by the Keystone Manufacturing 
Company, Buffalo, N. Y., that they have appointed Louis 
C. M. Reed Company, 258 Broadway, New York City, as its 
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export agent. Mr. Reed has just reorganized the exporting 
company after a trip around the world in the interest of 
the Keystone company. 


Doing Business in Cuba 


Riera Toro and Van Twistern, Inc., of 82 Beaver Street, 
New York City and Havana, Cuba, has enlarged its business 
so that it now embraces hardware trade in Cuba. It is at the 
present time anxious to get into communication with manu- 
facturers of all kinds of hardware. John A. Bennett has 
charge of the hardware department. 


Salesmen Get Presents 


The monthly buyers’ meeting of the Biddle Purchsing 
Company, New York City, was held recently, and at this 
time each traveler and departmental head was presented 
with a silver clutch pencil with his name engraved upon it. 
Business conditions for the past year and prospects for the 
coming year were discussed and several] interesting talks 
were given. 


Now Have Shorter Name 


The name of the Krakauer, Zork & Moye’s Sues., Inc., has 
been changed to Krakauer Zork Company. They are located 
in El Paso, Tex., and Chihuahua, Mexico. The change was 
made due to the fact that the old name was considered to 
be too long and complicated. All of its goods are marketed 
under the slogan “Krakajack Service.” The company are 
big hardware, sporting goods machinery and mine supplies 
jobbers. 


Motor Meter Men Meet 


The sales force and office employees of the Motor Meter 
Company, Long Island City, N. Y., held its annual conven- 
tion recently, and it was attended by about 100 enthusiastic 
employees. Interesting discussions were indulged in and 
heads of various departments and salesmen gave brief talks 
on various subjects. Co-operation, handling orders, export 
situation, factory problems, advertising, credits, equipment 
policy and other topics were brought up during the three 
days they were in session. The convention ended by a 
banquet held at Shanley’s, New York City. 


Hold Annual Banquet 


Decatur & Hopkins Co., 124 High Street, Boston, whole- 
sale hardware, held its annual dinner and get-together of 
salesmen in the Washington Room, Young’s Hotel, recently. 
An innovation in the form of an invitation to the wives 
of the salesmen and the girls and women who are at the 
various heads of store forces was introduced. There were 
eighty-two present. ; 

The main feature of the evening, however, was the an- 
nouncement by Mr. Decatur that the company had decided to 
inaugurate a system of profit sharing to all store employees 
who had been with the company three or more years. 


Everett Marston Dead 


Everett L. Marston died suddenly at the Boston Relief 
Hospital recently from the effects of a shock. He was born 
in East Wilton, Me., Nov. 27, 1850. His home was at 7 
Sumner Road, Cambridge, Mass. Mr. Marston retired from 
active business about five years ago. Previous to that he 
traveled for more than forty years for Manning & Bowman 
Co., Meriden, Conn., manufacturers of nickel and silver- 
plated chafing dishes, percolators and similar articles. He 
is survived by a wife and a daughter. 


Pittsburgh Meeting 


At the regular monthly meeting of the Pittsburgh Retail 
Dealers’ Hardware Association, held in the Hotel Chatham, 
Pittsburgh, recently, an election of officers was held, which re- 
sulted as follows: W. M. Strathern, Braddock, Pa., president; 
A. C. Gauger, Homestead, Pa., first vice-president; Gustave 
Schulz, Carnegie, Pa., second vice-president; A. R. Smith, 
McKees Rocks, Pa., third vice-president; John J. M. Truxall, 
McKees Rocks, Pa., fourth vice-president, and Charles W. 
Searborough of Scarborough-Klauss, was re-elected secre- 
tary. 
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Letters of a Sales Manager to His Men 
XLVUI 


Growing vs. Swelling 


This is the forty-eighth of a series of sales letters, which, though intended primarily for 
traveling men, will be of interest to every member of the trade. They were written by 
the sales manager of a great hardware jobbing house to a corps of salesmen who in the 
last eight years have doubled the business of the firm. The letters are really short editorials 
which prefaced actual merchandise instructions. The author has consented to their publi- 
cation at the solicitation of HARDWARE AGE, in which they will appear in succeeding issues 
through the year. 


visited two certain men, for the purpose of inviting these men to accept the hospi- 
tality of a certain Club. These two men had, by a chain of circumstances, been 
suddenly elevated to positions of great prominence and importance. 


O* A CERTAIN DAY of a certain week now past, I was part of a committee who 


When the committee presented itself at the first man’s office, we found the door open 
and as soon as this man discovered us, he arose from his desk—shook hands with each of us 
and invited us to be seated. 


We did so—stated the nature of our call—our invitation was accepted and we departed. 
This man’s sudden elevation to a position of prominence had not caused him to swell. 


He was meeting the new situation with a calm reserve and with an abundant supply of 
good common sense. He showed in every work and in every action that he was that 
calibre of man who would grow into his new opportunities and fill his new post with credit. 


So much for that man. 


Then we called on man No. 2. A secretary received us. In reply to our question “Could 


we see ————”’ he asked us to be seated and he retired to the recesses of an inner room 
from which came the sound of a typewriter. We waited five minutes. The Secretary re- 
turned, “Yes, Mr.———- would see us,”:and we were shown in. 


When we entered this man’s office, he was seated in front of a typewriter which he was 
operating. He let the Committee stand there for three minutes, while he finished the letter 
he was writing. Then he gave his attention to us. We were not invited to be seated. He did 
not shake hands with us. 


We stated the nature of our errand. He accepted the invitation with a nod of his head 
and we took our leave. He resumed operating the typewriter. 


The committee’s object was to honor both men and their new positions. 


As we walked away I said to myself, ‘The first man will grow into his new opportuni- 
ties and will meet every requirement of his new position.” I was ready to bet money that 
he would make good. “The second man will not grow—will not make good. He will just 
swell and some day the bubble will burst.” 


The man who can make the new demands that are daily being made upon him and really 
grow to the new opportunities everywhere about him, and who recognizes those opportuni- 
ties almost before they appear and before the other fellow does, is the coming successful 
man. 
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Commission Assails Price Guarantees 


Federal Trade Body Declares This Form of Price Protection to Be ‘Unfair Com- 
petition ’’"—Important Hearings to Be Held in Washington—Ways and 
Means Committee Begins Consideration of Tax Revision— 


Canada Suspends Money Orders to United States 
By W. L. CROUNSE 


WASHINGTON, January 12, 1920. 
HE Federal Trade Commission has recently bitten off 
"T another chunk so large that the attention of the entire 
commercial world is being centered upon its efforts at 
mastication. When we were little boys we were warned 
that our eyes should not be bigger than our stomachs but 
the Commission has never paid much attention to wise old 
saws and frequently rushes in where angels fear to tread. 
The particular abuse against which the Commission is 
now leveling its lances is the practice of manufacturers and 
jobbers in guaranteeig dealers against price declines in 
order to stimulate the purchase of goods. The practice, 
in one form or another, is as old as the hills and, until 
the Federal Trade Commission was organized, no one ever 
thought of assailing it as illegal although under certain 
circumstances it might afford advantages to large concerns 
over smaller ones. 


Advantages of Being Big 


O* course the same thing might be said of any other 
trade factor, such as capital, credit, transportation, 
etc., ete., ad libitum. No doubt old Dame Nature has long 
been in the habit of rewarding success by giving more 
strength to the strong and more power to the powerful. 
Even the Good Book says something about the things that 
are to be given to him who already hath, so really the Com- 
mission would seem to be getting down to genuine funda- 
mentals. 

In the course of a few weeks the Commission plans to 
hold a big hearing at which representatives of all classes 
of commercial interests, growers, manufacturers, jobbers, 
retailers and consumers will be called upon to present their 
views regarding the practice under investigation. Already 
many thousand copies of a letter have been sent to chambers 
of commerce, boards of trades and other commercial organ- 
izations as well as to co-operative buying associations, 
rational farm organizations, etc., soliciting expressions of 
opinion on the practice of guaranteeing against declines in 
price. 

The Commission declares in effect that in this crusade 
it is interested on the side of the consumer, whose rights 
appear to be threatened because the practice referred to 

“leads to stoppage of the natural flow of commodities in 
the channels of trade.” Incidentally the Commission is also 
interested in protecting small producers who are not in 


position to give the guarantees which large concerns can 
afford to offer. 
Two Systems of Price Protection 
rT methods of guaré inteeing prices have been developed 
by the Commission’s inquiry—one, by the manufacturer 
against any cut he may make in the price at some sub- 
sequent date, and the other against a decline in the open 
market price which the dealer may be forced to meet. 
The problem is somewhat complicated by the fact that 
there appears to be some doubt in the minds of the Com- 
mission whether the same general principle can be applied 
to perishable commodities as to staple goods. 

As illustrating the tentative views of the Commission 
with respect to the first class of cases, namely, those in 
which the manufacturer guarantees the dealer against cuts 
in prices which the manufacturer may make before the 
dealers’ supplies have been marketed, I quote the following 
formal complaint which the Commission has just issued, 
citing several of the largest soap manufacturers, alleging 
unfair methods of competition: 


Holds This To Be “Unfair Competition” 


667T*HE complaint alleges that the respondents have fol- 

lowed the practice of systematically and repeatedly 
compensating customers, particularly jobbe rs in the whole- 
sale grocery trade holding in stock any of its products at 
the time of a decline in respondents’ list-prices therefor, 
by making and paying such customers guarantees and pay- 
ments in the form of rebates equal in amount in the case 
of each customer to the difference between the list-prices 
paid for such products actually on hand and unsold, and 
respondents lower list-prices therefor subsequently an- 
nounced. The complaint further alleges that the effect of 
respondents’ practice of guaranteeing against decline in 
list-prices by the paying of rebates was, among many 
others: 

“1, To obtain for respondent an unfair advantage over 
competitors who are unwilling or financially unable to ex- 
tend a like guarantee. 

“2. To relieve jobbers in respondents’ products from 
risks accruing from a decline in price, thus encouraging 
such jobbers to hold in stock excessively large quantities 
cf respondents’ product in anticipation of a rise in the 
































she se STR eve 





82 


market price for the purpose of realizing speculative profits 
thereby, to the injury and prejudice of the public. ; 

“3. To deter respondent from reducing its prices in 
accordance with reductions in cost of raw materials and 
manufacture, to the injury of the public.” 

The respondent manufacturers in this case have been 
given forty days in which to file an answer, and as the 
Commission doesn’t anticipate that a practice of such long 
standing will be readily abandoned, it is expected that an 
important hearing will be held on the subject at the Com- 
mission’s headquarters some time in February. 


Commission Attacks Conditional Sales 


HE Commission has also tackled the job of squelching 

the practice, now so prevalent on the part of retailers 
in certain lines, of requiring consumers to purchase mer- 
chandise they do not especially desire in order to obtain a 
supply of some other scarce commodity. Just now, in view 
of the sugar shortage, some of the big mail-order houses 
and a great many of the chain stores throughout the 
country are offering that rare commodity, sugar, at the 
market price or below it, conditioned upon the purchase of 
certain quantities of other goods. 

I presented in this correspondence some months ago a 
decree of the Commission, enjoining Sears, Roebuck & Co., 
against using cheap sugar as a bait for the sale of other 
merchandise, in which it appeared that the big catalog 
concern pocketed a loss of many thousand dollars through 
cutting the price of sugar in order to sell other mer- 
chandise upon which the loss was very handsomely re- 
couped—and then some. This practice, presumably, has 
been stopped. 

Here is the text of the complaint just issued against 
a large concern specializing in teas and coffees and which, 
it is alleged, has followed the practice of compelling its 
customers to buy goods they do not need in order to 
obtain sugar: 

Used Sugar Scarcity To Sell Coffee 


66 NDER Section 5 of the Trade Commission Act, Con- 
gress said, ‘That unfair methods of competition are 
hereby declared unlawful,’ and that ‘The Commission is 
hereby empowered to prevent persons, partnerships, or 
corporations, except banks, and common carriers, from 
using unfair methods of competition in commerce.’ The 
specific act which the Federal Trade Commission alleges is 
unfair competition and which it charges this company has 
adopted is ‘the policy of refusing to sell sugar unless 
customer will at the same time purchase from respondent 
the same number of pounds of coffee, thereby coercing a 
customer into purchasing a quantity of coffee in excess of 
his needs or demands, which results in deterioration through 
the coffee so purchased going stale; that respondent, during 
the recent shortage in sugar has coerced customers into 
purchasing coffee in order that such customers might pur- 
chase sugar from respondent, to satisfy their needs and 
requirements.’ ” 
The defendant company has been asked to explain its 
conduct, and unless a satisfactory statement is received the 
case will be set for trial. 


Congress Takes Up Revenue Problem 


igri from its holiday vacation, the Ways and Means 
Committee is tackling with great vigor the problem of 
providing sufficient revenue to run the Government during 
the fiscal year beginning July 1 next, and possibly for a 
year or two thereafter. The work of the Committee will 
be co-ordinated as much as possible with that of the House 
Committee on appropriations, for, although the widely- 
advertised budget plan has not yet been adopted, Congress 
in planning expenditures must cut its garment according 
to the cloth and cannot plan to spend more money than 
the Treasury can collect. 

The Emergency War Revenue laws passed in 1916, 1917, 
and 1919 produced considerably more than their framers 
estimated. Of course this was due to the fact that collec- 
tions were made on what might be called a rising market, 
for the hectic prosperity of the country increased through- 
cut the four-year period beginning in 1916, so that prac- 
tically every tax schedule adopted produced larger returns 
in each succeeding year. 

The wisest business men as well as the financiers at the 
head of the Government are convinced that the peak of 
prosperity, so far as the effect of the war is concerned, 
has now been reached and that the earning power of cor- 
porations, especially those engaged in manufacturing, will 
show a decline upon the average during the coming year 
or two. 
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Washington starts the year 
as busy as ever. 
important news for the mer- 
chant appears in this letter 


Every week 











A Call For Conservatism 


HIS should not be taken to mean that the country is 

going to the demnition bow-wows. On the other hand, 
the best thinkers among the big financiers would like to 
see the nation climb down from its stilts and proceed at a 
more sober pace, believing that the crying need of the hour 
is to conservatize our business operations, and especially 
to chase the wildcats into the woods. 

Leaders of the Ways and Means Committee have already 
progressed far enough to become convinced that the revenue 
laws which brought four billions into the Treasury last 
year will not produce anything like that sum during the 
fiscal year beginning July 1 next. The state of mind of 
the members of the Committee is clearly shown in the 
following extract from an interview with Representative 
Green, of Iowa, the ranking majority member: 

“Secretary Glass admits a deficit for the year ending 
June 30, 1920, of $3,188,543,000. Adding to this $750,000,000 
needed for the Treasury and the total deficit is nearly four 
billion dollars. The only way we can go on is by continuing 
to issue Treasury certificates of which we have been carry- 
ing about three billion dollars. 

“For 1921, Secretary Glass figures on a deficit of a little 
over two billions of dollars, but he gets this amount by 
omitting items which must be met, but which are not in- 
cluded in the department estimates, and are certain to 
amount to at least a billion dollars and for which there 
may be allowed a billion and a half. 


Excess Profits and Income Taxes To Be Lower 


66 yeh the excess profits and the income taxes are 
reduced for the taxable year, 1919, although that is 
not generally understood. We have been getting about 
$1,700,000,000 from the excess profits tax. It is estimated 
that for the taxable year, 1919, notwithstanding the reduc- 
tion, we will receive $1,100,000,000. I think this is too high 
as the rate was greatly reduced and the profits were not 
so large. : 

“Tf any practical substitute could be found, I would favor 
éither taking off the excess profits tax for 1920 or greatly 
reducing it, and if our government expenses were cut down 
as they should be, we ought to at least make a further 
reduction, but if it is abolished, where will the money 
come from to offset it? 

“The flat tax on corporation incomes is already very high. 
It is useless to increase the tax on great incomes, as the 
supertaxes are now causing the owners of great estates 
to put their money into tax-exempt securities where it 
cannot be reached at all. 


No Increase In Taxes On Small Incomes 


66 TN view of the high cost of living the taxes on the 

smaller incomes seem to me to be already as high as 
the people will stand. Even with the most rigid economy 
there is sure to be a great deficit in the Treasury and there 
is danger that we may have to resort to another bond issue, 
which would depreciate the former issues and add to in- 
flation, thereby increasing the already oppressive cost of 
living. 

“It has been suggested that relief could be obtained by 
additions to our own tariff and this is true to some extent. 
Unfortunately the President in his last message to Congress 
made it, I think, reasonably clear that additional tariff 
duties would not be approved at the White House. It would, 
in my opinion, be useless to prepare a general revision of 
the tariff which would make any substantial increase in 
the duties for the reason that it could not be expected that 
it would receive Presidential approval.” 

Of course the principal reason why no effort will be 
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made to amend the tariff at this session is that political 
parties in times past have found that whoever monkeyed 
with the customs duties on the eve of.a Presidential election 
invariably got his where Mary wore her beads. It is so 

sy for politicians to misrepresent the probable effect of 
any tariff changes when time is lacking to demonstrate 
results that the wise old owls in Congress will take no 
chances. 

But you can bet there will be something doing next year! 





Dockery Defends Burleson 

WAS very much amused to read in a New York paper 

a few days ago a letter from my old friend, Gov. Dockery, 
(hird Assistant Postmaster General, in defense of Bur- 
leson’s annual report, and especially the operations of the 
Post Office Department which last year enabled it to make 

profit of five or six hundred thousand dollars out of 
remittances made through postal money orders by relatives 
in this country of suffering Europeans. If ever there was 
ee money it is this filthy profit which Mr. Burleson 
oastfully declares has produced “a net gain” for the seven 
years period of his incumbency of $5,052,636.13. 

Gov. Deckery dcesn’t deny any of the statements made 
in the criticisms leveled at Burleson for these operations 
which consisted in taking good hard-earned American cash 
from widows and orphans, and buying with it depreciated 
foreign exchange, so that the sufferers to whom it was sent 
in Europe received in many cases less than a fourth of what 
would have been paid them had the transaction been 
entrusted to any bank, or even to the “foreign exchange 
wolves” of Wall Street. He merely declares that the rates 
of exchange are fixed by an international money-order con- 
vention, and therefore that Burleson has no option in the 
matter. 

Of course this is begging the question and Gov. Dockery 
knows it. 

Small Business For Uncle Sam 


HE policy of the Government in taking this money from 

the poor, year after year, and handling it at an enor- 
mous profit is so contemptible that the English language 
is inadequate to properly denounce it. Mr. Burleson’s plain 
duty under the circumstances was to take steps to secure 
an amendment of the money-order convention or authority 
from Congress to suspend its provisions if he really thought 
he lacked such authority. 

This could have been done as easily as lifting a finger. 
Of course Burleson would have done it if the balance had 
run against the United States to the tune of more than 
five million dollars during the seven years of his incum- 
bency, for his previous surplus would have been imperilled. 

I have before me, in the shape of a bulletin prepared 
by Mr. Burleson’s press bureau, a statement of the manner 
in which little Canada has handled practically the same 
situation. When the Lady of the Snows found that she 
was being embarrassed by fluctuations in the foreign ex- 
change, she simply quit issuing money orders payable in 
the United States. Here is the bulletin: 


What Canada Did 


6¢’T°HE Post Office Department of Canada advises this 

Department that because of the extreme fluctuations 
in the prevailing quotations for New York exchange, it has 
been decided to suspend ‘for a short period, until conditions 
become somewhat more stable,’ the issue in that country of 
money orders on the United States. 

“Postmasters in the United States should, however, pay 
postal money orders issued in Canada whenever presented, 
but in the event that the orders show a date of issue sub- 
sequent to December 17, 1919, a complete description of 
such orders should at once be forwarded to the Third 
Assistant Postmaster General who will in turn notify the 
Canadian Post Office Department of the irregularity.” 

Canada is bound by the same money-order conventions 
that bind the United States, but when the Canadian Post 
Office Department found that because of the extraordinary 
fluctuations in New York exchange, it had to pay $1.15 
of good Canadian money to buy a money-order worth $1.00 
in New York or in other places this side of the Canadian 
3order, it stopped selling them. 

If Mr. Burleson had stopped advertising the foreign 
money order system of the Department and issued orders 
to postal employees to suggest to applicants the purchase 
of bank or express orders, he would have saved the poor 
foreigners in this country more than half a million dollars 
last year. 

But he would have curtailed his alleged surplus by more 
than 25 per cent and that would not have been Burlesonian. 





He Got the Order 


By OscAR BAKER 


WAS on the road for the McIntosh, Huntington Co., 
wholesale hardware, Cleveland, Ohio. My territory 
embraced the cities of Akron, Canton, Newark, and 

many other cities and towns, including Medina, a county 
seat not far from Cleveland. W. N. Hobart, the central 
figure of this story, carried on a tinshop and plumbing 
business in this town, Medina. He was centrally located 
in a large room, the rear of which he used for his shop, 
with a short stock of tinware and graniteware in the 
front part. 

Although a practical workman, he was not especially 
fond of performing the tasks of a regular outside tinner 
and plumber. Mr. Hobart favored us with a liberal 
share of his purchases in sheet iron, tin plates, pipe, fit- 
tings, ete. After selling him on a certain occasion, I 
spoke of his desirable location, large room already 
shelved, and suggested the idea of putting in a stock 
of shelf hardware and cutlery. He said he had thought 
some of doing so, but had not fully decided, and would 
not likely do so until after my next call. The regular 
time for my next call would be in five weeks, but I made 
it in four, and found he had decided to put in the stock 
but was not ready to buy. 

Other Cleveland hardware salesmen were anxious to 
secure his stock order, as such an achievement always 
contributes to the good standing of a salesman with his 
house. Through earnest solicitations by other Cleveland 
hardware salesmen, Mr. Hobart had decided to go to 
Cleveland when ready to buy, thinking to give us all a 
chance; which meant he intended to divide his order. 

I tried to show him it would be to his advantage to 
buy all of one firm, providing he bought of us. He gave 
me no assurance, but before I left him he promised to 
wire my wife at Delaware two days before he would go 
to Cleveland to buy. So in due time, early in the morn- 
ing of a certain day, I received a telegram from Mrs. 
Baker, “Hobart going to Cleveland to-morrow A. M.” 

I took the first train for Medina, meeting Mr. Hobart 
in his store room soon after dinner. He was arranging 
his work to leave for Cleveland the next morning as 
planned. In our discussion of the matter it developed 
that he would buy a stock of about $2,700. The vital 
question with me was, how to keep the man from going 
to Cleveland, notwithstanding I expected to go with 
him. 

It was nearing the time for the train toward my 
home. So I said, “W. H., I have a plan by which you 
can save yourself time and money; worry and responsi- 
bility. If accepted by you, I will guarantee entire sat- 
isfaction.” 

“Well, what is your plan?” he said. 

I replied, “It is this. You stay at home to-morrow 
and go about your work as usual. Let me take my cat- 
alog and cutlery rolls home, sit down and make out your 
stock order, selecting as I would for myself, which I am 
sure would be adapted to your demands and would please 
you in every respect.” 

He was surprised at my suggestion and said that 
would upset his Cleveland trip, and that he had intended 
giving us at least a part of his order. After summing 
up the advantages of my plan as logically as I could, 
he yielded, giving up his Cleveland trip and permitting 
me to make up his stock order. 

I left for home on the evening train. Mr. Hobart 
received the goods in due time, and upon my next call 
expressed entire satisfaction with his new stock. 
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Unfamiliar Facts 


About Nail Crisis 


HE air is still tense with the growling menace of 
T voleanic strikes. Radicalism still threatens to 

belch forth its red terror and sulphurous poison 
on the already swollen current of high prices. 

Sinister as this menace is another and perhaps more 
insidious danger reaches gaunt tentacles into every 
industry and home in the land. And what is more to 
the point it most vitally and directly affects everybody 
connected with the hardware business. 

This danger, that superficially seems so innocent in 
itself, is the present unparalleled scarcity of nails. 

Incidentally, did you ever think about the grave ef- 
fects a nail famine wou':d produce? Without nails 
essential work in every mine in the country would slow 
up and suffer inconceivable handicaps. Without nails 
tae building and repairing of ships would come to a 
dead standstill. The railroads would be forced to side- 
track both freight and passenger cars, because the con- 
tinual and necessary repairs could not be made without 
nails. Workmen engaged in building homes and fac- 
tories, warehouses and public schools would be forced 
to stop work and stand waiting with hammers in their 
hands for lack of nails. Furniture makers, automobile 
manufacturers, export firms and theaters all need nails 
continually and in prodigious quantities. 

And so the cold, grim fact grows more ominous daily. 
More and more people need nails and try to buy. More 
and more fabulous become the prices offered and de- 
manded. More painfully acute becomes the scarcity. 

From carpenters’ shops and ship yards, from the 
mines and from the farms, from the cabinet maker and 
from the boy with an ambition to build a pigeon coop 
comes a cry, born of necessity, that resounds against 
the blue vault of heaven—answered only by lamenta- 
tions from the mills. For the mighty furnaces that but 
a short time ago tinged the who!e horizon of night with 
a mystic glow do not now burn as fiercely or as numer- 
ously as they did before the red poison crept into the 
mills. 

But there is a force and a power in the heart of the 
steel district that no red poison can ever quench. It is 
the unchangeable pitiless force of Necessity. And, 
moreover, in this present instance Necessity is aug- 
mented by the steel resolution of purpose and the iron 
tenacity of will that made, developed and maintains 
the American steel industry. What bodes all the black 
magic from darkest Russia against this? Yet it is in- 
teresting perhaps to know more or less concretely what 
is being done. 

Most hardware dealers know, of course, that the 
United States Steel Corporation has maintained a fair 
price level. The statement of Judge Gary that the 
United States Steel Corporation would adhere to the 
price level agreed upon between the corporation and 
the Industrial Board of the Department of Commerce 
settles the matter as far as the largest producer is con- 
cerned. Under present circumstances, however, the 
action of the steel corporation does not make for a 
similar price schedule on the part of the independents. 
Some of them have been gradually breaking away from 
the Industrial Board prices, and during the coming six 





months, at least, it appears that they can get any price 
within reason. The steel market is at present distinct- 
ly a se.lers’ market, with demand so far in excess of 
production that the independents can almost name their 
own figure without regard for the lower prices quoted 
by the steel corporation. In view of the increasing 
costs it.is not improbable that the steel corporation may 
find it advisable to raise prices by next April, as a year 
will then have elapsed since the agreement with the 
Industrial Board. 

Now as a point in fact the American Steel and Wire 
Company, probably the best known subsidiary firm of 
the steel corporation that manufactures wire and wire 
nails, is maintaining the base price cn wire nails at 
$3.25 per keg, and is at present producing approxi- 
mately 14,000 kegs of wire nails a day, which officials 
of the company estimate at a little less than 50 per cent 
of the American Steel and Wire Company’s maximum 
productive capacity per day. The maximum daily ca- 
pacity of this company is said to be, under full normal 
conditions, between 35,000 and 40,000 kegs. 


Where Do the Nails Go? 


Now the question of what becomes of these 14,000 
kegs that are produced daily by the American Steel and 
Wire Company is one of surpassing importance to every 
jobber and dealer in the country. 

I have had the privilege of several interviews with 
officials of this company, and they all seemed very 
anxious to have the retail trade advised authoritatively 
that the American Steel and Wire Company will con- 
tinue indefinitely to maintain the base price on wire 
nails at $3.25 per keg. To smaller dealers who buy in 
small lots they still maintain the figure they have 
quoted for some time, namely, $3.35 per keg. 

Unfortunately, however, they can make no satisfac- 
tory promises of delivery. Moreover, they have ten- 
tatively pledged themselves to give precedence to orders 
received from essential industries such as the railroads, 
the mines and the shipyards. They then distribute as 
often and as largely as possible to places where really 
necessary construction work is being done. That, of 
course, is a thoroughly wise and beneficial policy under 
the: present circumstances. 

The quantity of nails required by the railroads alone, 
simply for maintenance purposes, is literally stagger- 
ing. Reliable figures are not available but the rail- 
roads use several thousand kegs a day simply on repair 
work necessitated by the constant wear and tear on 
cars, stations, signal towers and freight depots. 

If nails were sold promiscuously to-day by the large 
producers the present state of affairs would in a very 
short time become absolutely intolerable. Unscrupu- 
lous dealing and profiteering would grow to such pro- 
portions that government action of the most drastic 
kind would have to be instituted, which, of course, would 
only intensify conditions and produce a situation even 
more complex and trying than it is at present. 

Many believe that the present situation was caused 
wholly by the steel strike and further aggravated ty 
the coal strike that followed. Both of these strikes 
were of course the heaviest contributors to the present 
distressing condition. But other causes contributed as 
well, though not, it is true, in any sense as heavily. 

During the first six months of last year the demand 
for nails in the domestic market was relatively small. 
Export demands, on the other hand were exceptionally 
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large. The table given below showing the exports of 
wire nails for the nine months ending September, 1919, 
tells the story clearly and conclusively, and suggests 


a plausible reason for a small part of the present 
trouble. 

Export Statistics of Wire Nails, Jan. to Sept., 1919 
SORUAEY kccsvccesves .. 6,886 gross tons 
WOUUUREY ove kcetlee cen’ 10,232 gross tons 
MRS irae ck alates 8,136 gross tons 
ME Kkne he wowes ences 8,767 gross tons 
MOE Rae eceek ces wees 10,466 gross tons 
Fe ee ee eee 11,440 gross tons 
DUE Gornueerecoetewens 5,202 gross tons 

Re en .... 7,782 gross tons 
September 6c ccccccae 7,546 gross tons 


In other words, the reports of the Bureau of Foreign 
and Domestic Commerce show that for the nine months 
ending September, 1919, 171,250,602 pounds of wire 
nails were exported. During 1918, 130,100,669 pounds 
were exported, and during 1917 166,588,074 pounds 
were shipped away from these shores. During 1919 
there were 9,662,528 more pounds exported than during 
1917, when exports of nails were considered unusually 
heavy. However, it is a noteworthy and agreeable fact 
that exports are falling off as domestic demands grow 
more insistent. 

It is interesting to observe the destination of such 
large quantities of nails. Japan was the largest buyer 
during 1918, purchasing 26,845,385 pounds of wire 
nails. The United Kingdom came second, with 24,- 
760,123 lbs.; China was third, with 16,250,632 lbs., and 
France was fourth, with 14,784,699 Ibs. 


Production Records 

The production records on wire nails for 1919 are 
not available, but they will probably show a very 
marked decrease under 1918, when 12,279,800 100-lb. 
kegs were produced. Of that number 1,763,460 100-lb. 
kegs were exported and 10,516,340 100-lb. kegs were 
sold in the domestic market. 

The record for the production of wire nails in this 
country was established in 1916, when 17,147,665 100-lb. 
kegs were manufactured. Of these 3,363,876 100-lb. 
kegs were exported and 13,783,789 100-lb. kegs were 
used in the United States. 

The 1918 records list 52 factories in 
States as wire nail producing plants. 


the 
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United 
the 





85 





American Steel and Wire Company of New Jersey heads 
the list, having a total annual productive capacity of 
12,222,000 kegs of wire nails and 1,838,800 tons of wire. 
The Pittsburgh Steel Company is listed with an annual 
capacity of 2,400,000 kegs of wire nails and the 
Youngstown Sheet and Tube Company 1,500,000 kegs. 
It is apparent from these figures—furnished by the 
annual report of the American Steel Institute—that 
the American Steel and Wire Company produced easily 
50 per cent of all the wire nails manufactured in this 
country. 
Other Causes of Trouble 

Now another basic cause that is partly responsible 
for the present scarcity is the fact that for some time 
there has been a shortage of wire drawers in the mills. 
During the first part of last year it was practically im- 
possibie, manufacturers say, to secure the services of 
men as wire drawers because of the exorbitant wages 
demanded and also because the arduous nature of the 
work keeps new hands away. 

The ‘great steel and coal strikes, combined with an 
offensive amount of profiteering in some quarters, nat- 
urally militated against improvement. The effects of 
the steel strike are still being felt, and probably will 
continue to be seriously felt for some time. Manufac- 
turers in a position to know say that no marked im- 
provement should be expected before six months at 
least and some go so far as to say that it will require 
fully a year of intensive production before anything 
like normal conditions in the nail situation can again 
be restored. 

The Prospects for 1920 

One potent argument, however, stands out above all the 
discussion and the bickerings that this unique situation 
has generated. It is this: As long as there is a scarcity 
there will be excessive demands. When production 
catches up demands will become more natural and so 
will prices. 

Thus the solution of the entire problem hinges upon 
the amount of production that can be crowded into 
1920, and also upon the reasonable limitations that are 
placed upon export orders. 

It is gratifying to add, in conclusion, that the exces- 
sive and violent radicalism that fomented so diabol- 
ically the steel and coal strikes has already crumbled 
before the clear sanity of the rank and file of the 
American people. It is at times well to remind our- 
selves that in the long run abuses correct themselves, 
“for by excess of evil, evil dies.” 
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In this little house 
cut nails were first 
manufactured. It 
is situated in Mea- 
ford, New Jersey, 
a village not far 
from Trenton. The 
accompanying pic- 
ture is printed on 
postal cards as one 
of the important his- 
torical places of the 
settlement. 
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TRADE CONDITIONS 


and Iron, Steel and Hardware Prices 








A review of the week’s business, with notes on tendencies prevailing 
in various territories 
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NEW YORK 


Office of 
NEW YORK, 
* THE usual after-the-holiday relapse has set in, and busi- 
[ ness in jobbing circles in this section is very slow and 
istless. Retail business is in every sense good, but the 
difference between the volume of business transacted during 
the holiday season and the business that is now being done 
is very marked. This condition is, of course, to be expected, 
and both jobbers and retailers are taking advantage of the 
lull to take stock and lay plans for the coming spring cam- 
paign. 

Manufacturers are also using this period to take inven- 
tory which, in large measure, accounts for the fact that the 
past week was unmarked by the usual number of price 
changes that occurred so consistently during the closing 
weeks of the old year. Many local jobbers anticipate sev- 
eral price changes, however, within the next two or three 
weeks. 

It is gratifying to note that the steel strike has been offi- 
cially ended by the labor unions. The resignation of the 
agitator Foster in this connection is looked upon as a happy 
augury for the future. The demands and the actual neces- 
sity for steel and steel products of all kinds have probably 
never been so great in the entire history of the industry, 
and the ending of the strike, which was tantamount to an 
admission of defeat on the part of the unions, is regarded 
in hardware circles as essentially gratifying, and pregnant 
with high promise for the future. 

Items listed alphabetically herewith were among the lead- 
ing sellers during the past week in this section. 

Ash Sifters——The demands for ash sifters seem to be 
inexhaustible. Shipments of sifters are coming and going 
continually and no appreciable difference seems to be made 
in the demands that local jobbers are receiving almost daily. 

Brass and Copper.—Price advances occurred during the 
week in both brass and copper. All brass and copper prod- 
ucts advanced, with the exception of brass and copper tubes, 
from one-half to one cent. The reductions that occurred 
during the last few weeks of 1919 stimulated buying capacity 
and added substantial vigor to the market generally. Export 
demands are growing and many export orders have been ac- 
cepted by many of the large mills. The strength of the 
present market indicates that another sharp advance is 
likely before long. New quotations are: Base prices for 
not less than 100 Ib. of a size from New York stock. High 
brass sheets, 26',c. to 31'2c¢. base; high brass wire, 26'c. 
to 31',c. base; high brass rod, 2334c. to 28c. base; seamless 
brass tube, 32!,c. to 25'4¢. base; seamless copper tube, 34c. 
to 37c. base; sheet copper, 30',c. to 322c. base; copper wire, 
plain, 29'4c. base. 

Cutlery.—The really remarkable aspect about the cutlery 
market is the fact that no price advances have been made 
as yet by representative local jobbers. The demand for 
cutlery is out of all proportion to the supply. The aggre- 
gate demand probably exceeds anything similar in the his- 
tory of cutlery manufacture. The production schedules of 
manufacturers call for a much larger output than ever 
before, even including the period of war-time production. 
Quotations given conte are: Jack knives, standard Ameri- 
can, 2 blade, 3% in. length, stag handles, brass lines, electro 
silver shield, 2 steel bolsters, no cap, $8.50 to $10 per doz., 
with 5 per cent discount for dozen or more. Boy Scout 
pattern, 3% in. length, stag handles, one cutting blade, 
one can opener blade and combination bottle cap opener 
blade, $13.68 to $18 per doz. Butcher knives, standard 
American beech handle knives, 3 brass screw rivets in 
handles, 6 in., $4.20 per doz.; 7 in., $4.90; 8 in., $5.60; quoted 
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at 30 per cent discount from jobbers’ lists. Wiss trimmers, 
japanned handles, 6 in., $9.60 per doz.; 8 in., $12 per doz.; 
10 in., $18.50 per doz. Carving sets, polished, 8 in. steel 
blade, genuine stag handle, fancy bolster, $3 a set; polished, 
8 in. steel blade, stag handle, sterling silver bolster, $5 a 
set; forged, 9 in. steel blade, genuine stag handle, fancy 
sterling bolster, $6.75 a set. 

_ Farming Tool Handles.—Interest is more or less active 
in this line, and most jobbers anticipate large orders when 
the spring buying commences. Quotations are: Farming 
tool handles generally are quoted at 5 per cent off. Long 
shovel handles, 5 per cent off. Long spade handles, 5 per 
cent off. Bent D handles, 5 per cent off. Malleable D fork 
handles, 40 and 2% per cent off. 

Flower Bed Guards.—Although it is not generally known, 
the scarcity of these items is very serious and the prospects 
of relief are small because iron and steel are needed for 
more important uses. Dealers who have bought heavily of 
these items in the past are being advised by many jobbers 
to place their spring orders early. Perfection flower bed 
guards, 16 in., $7.75 per 100 ft.; 22 in., $9.10 per 100 ft. 

Galvanized Ware.—As reported two weeks ago, interest 
in this line continues active. An advance in galvanized 
sheets became effective during the week. Galvanized sheets, 
No. 28 gage, $9 to $9.50 base per 100 lb. Other quotations 
remain firm. Galvanized pails, 8 qt., $4.25 per doz.; 10 qt., 
$4.90 per doz.; 12 qt., $5.55 per doz.; 14 qt., $6 per doz.; 
16 qt., $7.30 per doz. Extra heavy galvanized pails, 12, qt., 
$7.30 per doz.; 14 qt., $8.35 per doz.; 16 qt., $11 per doz. 
Fire pails, galvanized, $6.80 per doz. Wash tubs, No. 1, $13 
per doz.; No. 2, $15.95 per doz.; No. 3, $18.60 per doz. 

Linseed Oil.—Linseed oil ranges from $1.77 per gallon for 

January-March to $1.79 for car lots, $1.79 to $1.81 for 5 
barrels or more and $1.81 to $1.84 for less than 5 barrel lots. 
Boiled oil is 2 cents extra; double boiled oil is 3 cents extra 
and oil in half barrels is 5 cents additional. The market is 
somewhat dull, and it would be difficult to estimate how long 
it will remain so. 
_ Lawn Mowers.—Interest is beginning to show itself in this 
line in the form of inquiries that have been received by local 
jobbers during the past week or so. Present quotations are 
new, having become effective but a short time ago. We quote 
from local jobbers’ stocks f.o.b. New York. Plain bearing, 
3 blades, 12 in., $5.15 net; plain bearing, 14 in., $5.40 net; 
plain bearing, 4 blade, 10 in., $5.50 net; plain bearing, 4 blade, 
12 in., $5.75 net; 16 in., $6.25 net; ball bearing, 3 blades, 
12 in., $6.40 net; 16 in., same, $6.90 net; level, 4 blade, 14 
ve $9.35 net; same, 18 in., $10.35 net; same, 20 in., $10.85 
net. 

Nails.—There has been no appreciable change in the local 
nail market, and, indeed, none is looked for until production 
has been materially increased. The American Steel and 
Wire Company is holding the base price of wire nails at 
$3.25 per keg, but it cannot fill a fractional part of the 
demands it receives. It seems almost irrational to give local 
quotations on cut and wire nails because of the constant fluc- 
tuations and sundry circumstances that affect every separate 
sale differently. However, local quotations on wire nails 
range from $5.50 to $7.50 base per keg and on cut nails 
the figures range from $6.75 to $8 base per keg. Only 1 
and 2 keg lots are obtainable from local jobbers. Brass and 
wire nails in 1 lb. papers are quoted by local jobbers at 2/3 
off. Quarter lb. papers take a discount of 10 per cent. Set 
screws, iron, 50, 10, 5 per cent off. Cap screws, 50 and 10 
per cent off. Galvanized nails, 25 lb. boxes, 4 D, $8.30; 6 D, 
$8.20; 8 D, $8.10; 10 D, $8.05; 20 D, $8. Galvanized roofing 
nails, 1 x 12, $9.50. Plain roofing nails, 1 x 12, $6.85. 
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Naval Stores.—Turpentine continues to advance, and is 
quoted now in the New York market from $1.80 to $1.85 
per gal. Rosin, common to good grade, on a basis of 280 
lb. per barrel, $17.90 to $18.15; D grade, $18.10 to $18.35, 
and best W W, $23 to $23.25 per barrel. There is a scarcity 
of spot stock on hand in the local market. 

Rope.—The local rope market has taken on lively interest 
and most of the large manufacturers are very reticent about 
promises of delivery. Local quotations are given as follows: 
Jute rope, No. 1, 1744c. to 18c.; Jute rope, No. 2, 16%c. to 
17c.; Jute twine wrappings, best grade, 28%4c. to 33c.; In- 
dian hemp twine, No. 4% to 6-in. basis, 24%c. to 27c.; 
Manila rope, best grade, 25c. to 2644¢.; second grade, 24c. 
to 2516c.; hardware grade, 22c. to 2314c.; Sisal rope, pure, 
%-in. basis, 19c. to 22%c.; lathe yard, first grade, 19c. to 
2215¢.; second grade, 17c. to 19\ée. 
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HE jobbers have finished taking inventory and the sales- 

men are rapidly getting back onto their routes, with the 
result that business is decidedly stronger for the wholesaler 
than it was a week ago. There is a particularly heavy call 
for those items in which shortages are beginning to appear. 
Dealers in this district have come to a realization that few. 
if any, lower prices on hardware items are to be expected 
for some time to come, and that they must get their orders 
in if they expect to keep up their stocks. 

A few price changes are beginning to make their appear- 
ance, and more will undoubtedly appear in the near future. 
So far, every change reported has been in the nature of an 
advance. 

The manufacturers of jack screws have advanced their 
prices 5 per cent. Boxwood rules and wood plumbs and 
levels have also taken a jump of approximately 10 per cent. 

Lanterns are higher on the local market, with quite a 
shortave apparent, and steel sheets are quoted at a sub- 
stantial advance here. However, sheet quotations are prac- 
tic /ly nominal, as there are very few on the market. 

Manufacturers of wood screws have announced new dis- 
counts, which are in the nature of an advance. 

Skates have been so popular that many stocks in this 
vicinity are badly broken. and with the recent fall of snow, 
sleds are moving in good volume. Snow shovels are also 
beginning to sell and will probably be short later in the 
season. 

The factories have advanced prices on shovels $1 per 
dozen and shovel handles, 10 per cent. In view of this 
shovel advance, jobbers would not be surprised to see steel 
goods go higher. 

There is a decided shortage of No. 3 galvanized tubs on 
the local market, said to be due to the fact that the tub 
makers have not received shipments of tub blanks since 
the beginning of the steel strike. Galvanized pails are also 
limited as to supply. 

Collections continue good, with cash sales above normal. 

Axes.—There is a continued good demand for axes, with 
the market very firm. Local jobbers do not anticipate any 
immediate price changes, but declare that advances are more 
to be expected than declines. 

We quote from jobbers’ stocks, 
single bitted axes, 3 lb. to 4 Ib., 
bitted, $20.50 per doz. base. 

Alarm Clocks.—There has been an advance of 10 per cent 
on some makes of alarm clocks, and these advances have 
been taken by the local jobbing houses. The higher prices 
are attributed to the scarcity of skilled labor. 


We quote from jobbers’ stocks, f.o.b. Chicago: American alarm 
clocks, less than dozen lots, $12 per doz.; dozen lots, $11.55 per 
doz.; case lots of 4 doz., $1140 per doz.: Lookout alarm clocks. 
less than dozen lots. $15 per doz.; dozen lots, $14.49 ner doz.; case 
lots of 2 dozen, $14.20 per doz.: Tattoo alarm clocks, dozen lots, 
$32.67 per doz.; case lots of 50 clocks. $32.00 per doz.: Slumber 
Stopper alarm clocks. dozen lots, $36.67 per doz.; Big Ben and 
Baby Ben alarm clocks, $2.20 each. 

_Ash Sifters.—There has been a heavy demand for ash 
sifters this season, due in a great measure to the scarcity 
ofcoal. There is no particular shortage on the local market, 
although stocks are below normal. Prices are unchanged, 
but firm. 

We quote from jobbers’ stocks, f.o.b. Chicago: 
frame, wire screens, 12 x_14 black japanned sifters, 
doz.; galvanized screens, $3.40 per doz.; barrel sifters, No. 06, 
$12 per doz.: furnace sifters, 30-in., straight handle, 8% x 12 
blade double tinned, $7.80 per doz.; rotary sifters, No. 104, $36 
per doz. 
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f.o.b. Chicago: First quality 
$15.50 per doz. base; doubly 
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Roofing and Building Paper——Several advances occurred 
recently in this line. Interest is remarkably good. Present 
quotations are: Tar paper, No. 1 ply, $2.65 per roll; No. 2 
ply, $1.75 per roll; No. 3 ply, $2.20 per roll; Red rosin sheath- 
ing paper, 25-lb. roll, $1.50; 30-Ib. roll, $2.05; 40-lb. roll, $3. 
Rubber roofing paper, No. 1 ply, $2.40 per roll; No. 2 ply, 
$3 per roll; No. 3 ply, $3.60 per roll. 

Weather Strip.—Very substantial interest holds in this 
line with prices firm. Rubber weather strips, special, 50- 
10-5 per cent; ash, oiled, 45-5 per cent; white enameled, 45-5 
per cent; packed cushion, 70 per cent; cushion, all felt, 30 
per cent discount from jobbers’ lists. 

Window Glass.—The scarcity in glass is becoming more 
and more acute. The railroads and automobile manufac- 
turers are consuming vast quantities. All prices are sub- 
ject to stocks on hand. 


AGO 


Babbitt Metal.—Lead prices are much firmer than they 
were a few weeks back, and this fact is strengthening the 
market on babbitt metal. No price changes have been made 
ty local jobbers. 


We quote from joobers’ stocks, f.o.b. Chicago: Standard bab- 


bitt metal, full boxes, 9c. per Ib.; Revenoc brand, full boxes 
iSc. per lb. 
Weed Chains.—Owing to the heavy demand for tire 


chains, local stocks are somewhat broken. No price changes 
have been announced, but the market is very firm and there 
are possibilities of advances. 

We quote from jobbers’ stocks, f.o.b. Chicago: Wid-O-Skid 
chains, 30 x 3%, in lots of dozen pairs, $2.53 per pair. 

Coil Chain—No change has been reported in the coil 
chain situation. Some time ago several of the makers 
advanced their prices, but the leading interest held to its 
old schedules. Under existing conditions, higher prices gen- 
erally would occasion little surprise. 

We quote from jobbers’ stocks, f.o.b. Chicago: 
fire-welded coil chain, % in., 9c. per Ib. 

Coal Hods.—Coal hods continue to sell in good velume, 
although the heaviest demand of the season is past. Stocks 
are comparatively light and prices are firmly held. 

We quote from jobbers’ stocks, f.o.b. Chicago: Japanned open 
hods, 17-in., $4.70 per doz.; 18-in., $5.25 per doz.; japanned funnel 
hods, 17-in., $5.90 per doz.; galv. open hods, 17-in., $7.20 per 
doz.; 18-in., $7.85 per doz.; galv. funnel hods, $8 per 
doz.; 18-in., $9.60 per doz. 

Eaves Trough, Ridge Roll and Conductor Pipe.—The 
market on eaves trough, ridge roll and conductor pipe is 
very firm, and there is somewhat of a shortage on the 
market. Local jobbers are not accepting orders for less 
than crate lots of 250 feet, on conductor pipe, due to the 
refusal of some railroads to receive uncrated shipments. 

We quote from jobbers’ stocks, f.o.b. Chicago: 29-gage, lap 
joint eaves trough, 5-in., $5.55 per 100 ft.; 2-in., plain galvanized 
ridge roll, $5.55 per 100 ft.; 29-gage conductor pipe, 3-in., $6 per 
100 ft. These prices are for full crate lots. 

Files—The file market is steady with no changes to 
report. 

We quote from jobbers’ stocks, f.o.b. Chicago: Nicholson files, 
50-7% per cent discount; New American, 60 per cent discount; 
Disston, 5-10 per cent discount; black Diamond, 50-5 per cent 
discount. 

Grease Guns.—In common with all automobile accessories, 
grease guns are in good demand, with prices very firm. 

We quote from jobbers’ stocks, f.o.b. Chicago: Rose grease 
guns, $1.05 each. 

Glass, Putty and Glaziers’ Points.—The situation with re- 
gard to window glass continues serious. It is reported that 
many of the large glass factories are refusing to quote prices 
or to accept orders at this time, as they are sold up as far 
ahead as they care to take chances. The shortage is so acute 
that some of the automobile makers are forced to cut down 
production because of inability to get glass for wind shields. 
Local stocks are badly broken. No price changes have 
been reported, but it seems very probable that advances 
will appear in the near future. 

We quote from jobbers’ stocks, f.o.b. Chicago: Single strength 
A, all sizes, 77 per cent off; single strength B, first three 
brackets, 77 per cent off; all sizes, double strength A, 79 per 
cent off; putty in 100-Ib. kits, $4.25; glaziers’ points, No. 1, No. 2 
and No. 3, 1 doz. to a package, 65c. per package. 

Wood Handles.—The shortage of axe, pick, sledge, hatchet 
and hammer handles is very noticeable, and is attributed 
to the scarcity of hickory timber. The handle makers are 
also meeting with considerable competition from the makers 
of automobile wheels, who are offering high prices for the 
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available hickory supply. Prices were recently advanced, 
and present quotations are firmly held. 

We quote from jobbers’ stocks, f.o.b. Chicago: No. 1 hickory 
axe handles, $4 per doz.; No. 2, $3 per doz.; second growth hick- 
ory axe handles, $6.30 per doz.; extra quality hickory axe han- 
dles, $5 per doz.; No. 1 hatchet and hammer handles, 90c. per 
doz.; second growth hickory hatchet and hammer handles, $1.60 
per doz. 

Garden Hose.—Local jobbers expect sales of garden hose 
to be fully up to those of last season, as orders are coming 
in freely for next Spring delivery. The opening prices are 
practically the same as those now prevailing, and there is 
nothing to indicate any declines. In fact, the belief is 
expressed by some jobbers that prices will go higher in 
the Spring. 

We quote from jobbers’ stocks, f.o.b. Chicago: Three-ply, %- 
in., guaranteed hose, 10c. per ft.; 3-ply, %-in., guaranteed hose, 
extra good quality, l6c, per ft.; 4-ply, ‘4e-in. guaranteed hose, 
1440c. per ft.; 4-ply, %-in., guaranteed hose, 18% 2c, per ft.; 5-ply, 
%-in., guaranteed hose, 13%sc. per ft.; 6-ply, %-in., guaranteed 
hose, 15c. per ft.; molded hose, good grade, ¥,-in., 14%,c. per ft.; 
molded hose, best grade, 1842c. per ft. 

Jack Screws.—Some of the manufacturers of jack screws 
have advanced their prices since the first of the year. There 
is a very healthy demand in this section, due to the large 
amount of construction and repair work in progress. Local 
prices are unchanged. 

We quote from jobbers’ stocks, *f.o.b. Chicago: Jack screws, 
standard makes, 331, per cent discount from list. 

Lanterns.—Lanterns have advanced materially on the 
local market during the past week. The demand has been 
particularly heavy this season and local jobbing stocks are 
badly broken. 

We quote from jobbers’ stocks, f.o.b. Chicago: Competition 
lanterns, No. 0 tubular, $6.90 per doz.; No. 2 tubylar cold blast, 
$9.90 per doz. 

Lace Leather.—Lace leather sales are about normal for 
the season, and prices are said to be firm. 

We quote from jobbers’ stocks, f.o.b. Chicago: Rawhide lace 
— 3 g-in. $3 per 100 ft.: %4-in., $4.40 per 100 ft.; chrome 
lace le ather %-in., $1.65 per 100 ft.; %4-in., $2.05 per 100 ft. 

Nuts a Bolts.—The shortage of nuts and bolts still pre- 
vails, due to the inability of the makers to get raw material. 
The output is only about half that of normal times, accord- 
ing to local jobbers. Prices are very firm, and there is a 
decided tendency upward. 

We quote from jobbers’ stocks, f.o b. Chicago: Machine bolts 
up to %*% x 4 in., 35-5 off; larger sizes, 25-5 off; carriage bolts up 
to % x 6 in., 30 off; larger sizes, 20 off; coach or lag screws, 
gimlet points, square heads, 45-5 off; hot pressed nuts, square or 
hexagon cap, $1.45 off per 100 lb.; stove bolts, 70 off. 

Non-Freezing Mixtures.—There has been an exceptionally 
good demand for non-freezing mixtures for use in auto- 
mobile radiators, due to the fairly cold but open weather. 
The recent heavy advances in alcohol prices have not as yet 
affected prices on non-freezing solutions, but may do so 
at any time. 

We quote from jobbers’ stocks, f.0.b. Chicago: 











Non-freezing 


solution, glycerine and alcohol combination, $1.15 per gal. 


Nails.—The leading interest is still holding firmly to the 
old prices on wire nails, while the independent makers are 
charging from $20 to $25 per ton more. Nails are very 
short on the local market, although jobbers expect some 
improvement within the next few weeks. The leading Chi- 
cago jobbers are quoting on a basis of the prices held by 
the leading interest, but supplies are so short that shipments 
are limited to one keg of a kind per order. 

We quote from jobbers’ stocks, f.o.b. Chicago: Common wire 
nails, from $3.90 to $4.15 per keg base; cement-coated nails, 
from $3.50 to $3.75 per keg base. 

Automobile Pumps.—There is no change in the market on 
automobile pumps. Prices are firm and may go higher. 

We quote from jobbers’ stocks, f.o.b. Chicago: Rose pumps, 14- 
in., $1.85 each; 1%-in., $2.15 each. 

Pliers.—There is a shortage of pliers on the market and 
prices are said to be very firm. No changes have been 
reported. 


We quote the following list prices on Kraeuter goods: Com- 
bination pliers, No. 356, 5%-in., $10.60 per doz.; 6-in., 2.55 
doz.; 8-in., $15.20 per doz.; 10-in., $18.50 per doz.: — 1973, 5\%- 


in., $16.70 per doz.; 7-in., $20.10 per doz.; No. 305, 7-1 $15.85 per 


doz.; side cutting pliers, No. 1801, 6-in., $22.55 cer ‘doz.: 7-in., 
$27.15 per doz.; 8%-in., $31.75 per doz.; end nippers, No. 1850, 
5-in., $13.80 per doz.; 6-in., $15.20 per doz.; 7-in., $18.40 per doz.; 
8-in., $21.30 per doz.; buttons’ pliers, No. 1841, 6%-in., $10.35 per 
doz.; 8-in., $13.10 per doz.; 10-in., 5.85 per doz.; diagonal pliers, 





No. 2601, 5-in., $19.65 per doz.; 5%-in., $21.15 per doz.; 6-in., 
23.10 per doz. 

Rope.—There is quite a shortage of manila fibre of the 
better grades, and this is said to be causing some of the 
smaller rope concerns to use more of the cheaper grades. 
Some of this inferior rope is offered at prices below those 
asked for the standard qualities, but dealers who have tried 
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it out say that it is soft twist and not saleable for ordinary 
uses. With the present conditions in better manila fibres, 
there is quite a possibility that prices on standard grades 
of manila rope will go higher. 

We quote from jobbers’ stocks, f.o.b. Chicago: In full coils, 
manila rope, standard brands, No. 1, 254%c. per lb. base; No 
241¢c. per lb. base; No. 3, 22%c. per lb. base; sisal rope, full 
coils, standard brands, No. 1, 19%c. per lb.; No. 2, 17%4c. per Ib. 

Roofing and Building Paper.—The local demand for roof- 
ing and building paper is still very satisfactory, due to the 
open weather prevailing. Local jobbing stocks are much 
below normal. The shortage of rags used for making felt 
for roofing, still continues, and present quotations are very 
firmly held. 

We quote from jobbers’ stocks, f.o.b. Chicago: Certainteed 
roofing, l-ply, $1.93 per sq.; 2-ply, $2.44 per sq.; 3-ply, $2.95 per 
Hg Major roofiing, 1-ply, $1.53 per sq.; 2-ply, $1.94 per sq.; 3-ply, 

2.35 per sq.; Guard roofing, 1-ply, $1.13 per sq.; 2-ply, $1.49 per 
Sq.3 3-ply, $1.85 per sq.; tarred felt, $3.75 per 100 lb.; red and 
gray rosin paper, $75 per ton. 

Sash Cord.—In common with all cotton products, sash 
cord is limited in production and firm in price. The mills 
are said to be making very light shipments at the present 
time. There are rumors of higher prices. 

We quote from jobbers’ stocks, f.0.b. Chicago: Sash_cord, 
Silver Lake or Sampson, No. 7, $24.50 per dozen hanks; No. 8, 
$29.40 per dozen hanks. 

Skates.—The demand for ice skates has been very heavy 
this season, and jobbers stocks are badly depleted. 

We quote from jobbers’ stocks, f.o.b. Chicago: Men’s polished 
all-clamp rocker skates, No. 1624, 85c. per pair. 

Scythe Snathes.—Local jobbers are taking orders for 
scythe snathes for Spring delivery and report a good volume 
of business. As in the case of all wood products, prices 
are firm with almost no possibility of declines. 

We quote from jobbers’ stocks, f.o.b. Chicago: Scythe snathes, 
good quality, $11.50 per doz. 

Spark Plugs.—There is a steady demand for spark plugs, 
coming from practically all parts of the country. Condi- 
tions governing the market are unchanged, and no particular 
shortages are apparent. 

We quote from jobbers’ stocks, f.o.b. Chicago: Hercules Giant, 
lots of 1 to 50, 65c. each; lots of 50 to 100, 62%c. each; lots of 100 
and upward, 60c. each; Hercules Junior, lots of 1 to 100, 40c. each; 
lots of 100 to 150, 3714c. each; lots of 150 and upward, 35c. each : 
Hel-Fi standard plugs, lots of 50 to 100, 42%c. each; lots of 100 
and up, 40c. each; Hel-Fi superspark plugs, lots of 50 to 100, 
62l%4c. each; lots of 100 and up, 60c. each; A. C. Titan plugs, 
638c. each; A. C. Cico plugs, 48c. each; Champion X, 59c. each; 
Champion O. 62c, each; Champion Heavy-Duty, 73c, each; Split- 
dorf plugs, 621%4¢. each. 

Screws.—There has been an advance in the price of wood 
screws and this advance has been taken by the local jobbing 
houses. 

We quote from jobbers’ stocks, f.o.b. Chicago: Flat head 
bright screws, 7214-20 off; flat head brass, 60-20; round head 
brass, 57%-20; round head blued, 70-20 

Sand P Sand paper sales are 2 normal over the retail 
counter, but the ‘general demand is said to be heavy. Costs 
of manufacture are said to be increasing, and there seems 
no possibility of lower prices for some time to come. 

We quote from jobbers’ stocks, f.o.b. Chicago: No. 1 sand 
paper, best grade, $5.40 per ream; cheaper grade, $4.85 per ream. 

Solder.—Lead is firmer on the market than for some time 
past and this has stiffened the market on solder. Local 
quotations are unchanged, but there is a very firm under- 
tone apparent. 

We quote from jobbers’ stocks, f.o.b. Chicago: Warranted 
50-50 solder, case lots, 38c. per lb.; No. 1 plumbers’, 32c. per Ib 

Steel Sheets.—There is an exceptionally serious shortage 
of steel sheets, and some makers are taking advantage of 
the situation to demand higher prices. It is said that the 
sheet mills are sold up for nearly six months ahead. Local 
jobbers have been compelled to advance their prices during 
the past week. 

We quote from jobbers’ stocks, f.o.b. Chicago: No. 28 gal- 
vanized sheets, $7.50 per 100 Ib. 

Sash Weights.—Sash weights are very difficult to obtain 
in quantity, and there is a decided upward tendency to the 
market. Local jobbers have made no price changes, but 
their stocks are limited. 

We quote from jobbers’ stocks, f.o.b. Chicago: Sash weights, 
in less than’ ton lots, $63 per ton; ton lots, shipment direct from 
the foundry, subject to delay, $60 per ton. 

Tacks.—The tack market is firm, with sales well around 
normal. Much of the supply is said to be going to manu- 
facturers. 

We quote from jobbers’ stocks, f.o.b. Chicago: Upholsterers’ 
tacks. 6-o0z., 25-lb. boxes, 15%c. per lb.; billposters’ tacks, 6-0z., 
15e. per Ib. 

Game Traps.—Game trap sales continue heavy, with some 
shortages apparent in this district. The new prices for 1920 
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season have not yet been announced, but will probably make 
their appearance some time this month. 


Wheelbarrows.—There has been a very good demand for 
wheelbarrows all through the fall and early winter, and 
sales are still above normal for the season. The supply is 
said to be somewhat limited, with production costs mounting. 
Recent advances have been taken by all the jobbers in this 
territory and are firmly held. 

We quote from jobbers’ stocks, f.o.b. Chicago: No. 4 tubular 
barrows, all steel, $7.25 each; common tray or stave barrows, 


— 


$2.75 each; angle leg garden barrows, $4.75 each. 


Weather Strip.—There is a very good demand for weather 
strip and local stocks are somewhat below normal. Prices 
are firm. 

We quote from jobhers’ stocks, f.o.b. Chicago: Wood felt 
weather strip, 7s-in., for sides of windows and doors, $1.70 per 
100 ft. in full bunides of 1000 ft., $1.55 per 100 ft.: 5-in., for 
upper sash of windows only, $1.70 per 100 ft.; in full bundles of 
100 ft., $1.55 per 100 ft. 

Wire Cloth and Poultry Netting —The market on wire 
cloth shows no improvement. The makers are still off the 
market, as they have all the orders they can hope to fill 
under existing conditions in the raw material field. Jobbers 
have fair stocks, but the opening demand is expected to 
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Office of HARDWARE AGE, 
S0STON, Jan. 10, 1920. 

HE past week has witnessed a resumption of active 

retail buying of shelf hardware throughout New Eng- 
land. The buying is not speculative in character. Each 
individual order received by the jobbers here is a long one 
and covers a wide assortment of merchandise, which clearly 
indicates that retail stocks on staple lines are small. 
handed retail houses placed orders for spring goods prior 
to Jan. 1, last. Since then there has been comparatively 
httle buying of these goods, business being confined more 
to staple things. 

Air Rifles —New lists for air rifles, just issued, show a 
decided advance in manufacturers’ ideas of values. The 
King people, for instance, have made a noticeable advance 
in prices. Single shot King rifles that the jobber formerly 
sold at $10 are now quoted at $16.50 per dozen, and twelve- 
shot rifles that were $12, are now $18. Cheaper kinds that 
formerly jobbed out at $6.50 are now $9 the dozen. 

Barbed Wire.—Scattering orders for barbed wire, to be 
shipped a little later in the season, have been received by 
jobbers here. Because of the tremendous demand for wire 
products of all kinds the country over, general opinion here 
has been that barbed wire would be advanced, but to date 
the mills are still quoting on last season’s basis. 





We quote from jobbers’ stocks: Catch weights, 80-rod reels, 
— barbed, $4.64; plain two-ply twisted, S80-rod reels, 
4.20. 

We quote f.o.b. factory: 80-rod reels, galvanized, barbed wire, 
in less than carload lots, $3.84 per 100 lb.; two-ply twisted, in 


$3.55 

Batteries and Bulbs.—Interest in batteries has been 
revived by a new blind contest to be conducted by the Ever- 
ready people. An extensive advertising campaign that will 
be carried to the display window of the retail dealer is 
planned. The manufacturers say they are in a position to 
handle any amount of business booked. Bulbs are selling 
all the time, but nothing of especial interest in the market 
for them has happened of late. 


less than carload lots, per reel. 


Batteries: Leading makes standard tubular three-cell bat- 
teries, 50c. list; standard two-cell, 35c. list; baby batteries, 30c. 
Discounts: Less than unit packages, 14 per cent off list: unit 


packages, 40 per cent off list; 16 or more until packages, 40 and 
10 per cent off list. Bulbs: In less than unit lots. list; in unit 
lots, 25 per cent off list: in 10 unit lots or more, 40 per cent off 
list. Retailers selling $500 worth of bulbs per annum can secure 
contracts at slightly more favorable discounts. 

Bolts and Nuts.—The local market for bolts and nuts is 
beginning to show signs of life once more. The demand 
could be better, to be sure, but there is every indication 
that it will continue to steadily increase. Some local con- 
cerns are well fixed on supplies, while others are not, so that 
a prospective purchaser may be obliged to do some looking 
about before he finds what he wants. 

We quote from jobbers’ stocks: Machine bolts, C. T. D. nuts, 
4 x % and smaller, 20 per cent discount; 44 x % and larger, 
10 per cent discount, with H. P. nuts. 4 x % and smaller, 25 per 
cent discount; 4% x % and larger, 15 per eent discount; common 
carriage bolts. 6 x % and smaller, 15 and 5 per cent discount; 
6% x % and larger, 10 per cent discount; tap bolts, list plus 15 
Per cent: Eagle carriage bolts, net prices; stove bolts. large 
quantities, 65 per cent smaller quantities, 50 to 60 


discount; in 
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reveal shortages very quickly. Poultry netting is also 
limited in supply. 

We quote from jobbers’ stocks, f.o.b. Chicago: Black painted 
wire cloth, 12-mesh, $2.15 per 100 sq. ft.; poultry netting, gal- 
vanized before weaving, 50 per cent discount; galvanized after 
weaving, 45 per cent discount. 

Seine Twine.—The conditions in the raw material market 
are such that seine twine is selling at a record price. Local 
jobbers are taking orders for future delivery at the same 
prices which now prevail. No declines are to be expected 
for some time to come. 

We quote from jobbers’ stocks, f.o.b. Chicago: 
standard quality, 75c. per Ib. 

Registers.—Registers and register faces are selling on a 
normal basis, with the market said to be very firm. 
registers 
than 


Seine twine, 


We quote from jobbers’ stocks, f.o.b. Chicago: Cast 
and borders, 30 per cent off list: register smaller 
14 x 14, 30 off; larger, 50 off; steel registers and faces, 30 off 

Wood Eveners and Singletrees.—Owing to the scarcity 
and high value of hickory timber, prices on wood eveners 
and singletrees are particularly firm. There was a recent 
advance, and prices may go still higher. 

We quote from stocks, f.o.b. 


maces 


jobbers’ Chicago: Wood eveners, 


plain varnished hickory, 48-in., $17 per doz.; singletrees, var- 
nished hickory with strap end, 34-in., $11.50 per doz 

per cent discount; bolt ends, 15 per cent discount; tire bolts, 
45 per cent discount; semi-finished nuts, 9/16 and smaller, 65 
per cent discount: 5 and larger, 50 and 10 per cent discount; 


finished case hardened nuts, 50 and 10 per cent discount; H. P. 
square blank in full keg, tapped; hexagon, blank, tapped; C. P. C 
& T. square blank, tapped; hexagon blank, and tapped, list plus le 

Bottles.—A revision in thermos bottle prices has been 
made, and in most instances the advance amounts to 25 to 
75c. When a retail dealer buys less than six bottles at a 
time the jobber makes an extra charge because of the cost 
of the extra packing necessary in such cases. Revised bottle 
prices follow: 

Thermos bottles, brown 
$4.50. Corrugated, nickel, 
pints, $4.50; quarts, $6.50 

Boxes.—There has been a general advance in prices on 
Corbin letter boxes. The new prices follow: 

We quote from jobbers’ stocks Letter boxes. No. 2, $19.25 
per doz.; No. 4, $27.50; No. 2417, $12.40; No. 2418, $15.95 

Carpet Sweepers.—Retail dealers will find that in common 
with things in general there has been an upward revision 
in the leading makes of carpet sweepers, in this case amount- 
ing to $2 to $3 per dozen. The new prices are: 

We quote from jobbers’ Universal, japanned, $35 per 
doz.; nickled, $41. 

Choppers.—The leading manufacturers of food choppers 
have made a slight advance in their lists, the increase cost 
averaging perhaps 25c. on each article. 

Cooking Ware (Glass).—Although glass cooking ware 
prices remain unchanged, the general feeling in local job- 
bing circles is that there Will be an advance before many 
weeks pass. They feel that this change will be necessary 
due to a revision in the selling method of the manufacturer, 
which, they say, has been hinted at. 

We quote from jobbers’ stocks: round, 1 qt., $13 
per doz., 1% qt., $21 per doz., 2 qt., $24 per doz. Baking dishes, 
uncovered, 1 qt., $10.20 per doz.; 1% qt,, $12 per doz.; 2 qt., 
$14.40 per doz. Pie plates, $9 to $i2 per doz. Cake dishes, $9 
per doz. Bread pans, $10.80 to $21 per doz. Small baking dishes, 
$1.80 to $3.60 per doz. Jobbers’ terms are 30 per cent off list 

Freezers.—The average person to-day is thinking more 
about his coal pile than he is of ice cream freezers. Some 
of the largest retail hardware dealers, however, have been 
giving considerable thought to freezers, however, especially 
since they have learned that the new season prices represent 
a material advance over those quoted a year ago. The 
general feeling in the hardware trade, however, is that ice 
cream will be more popular than ever now that the prohi- 
bition question has been settled by the United States 
Supreme Court, and that price or no price, there will be a 
good market for freezers. The new season prices follow: 

We quote from jobbers’ stocks: White Mountain freezers, 1-qt., 
$4.85; 2-qt., $5.65: 3-qt.. $6.75; 4-qt.. $8.25: 6-qt., $10.45; 8-qt., 
$15.50; 10-qt., $18; 12-qt.. $21.55: 15-qt., $25.60: 20-qt., $33.20; 
25-qt., $42.60 each Discount 40 per cent 

Horseshoes.—The bulk of the buying of horseshoes to-day 
is in small lots and comes mostly from outlying districts. 
There is, of course, some buying for local account, but most 
of the large consumers covered their requirements many 
months ago. 

We quote from jobbers’ stocks 
kegs to blacksmiths and consumers in 





case, pints, $2.75 list: 
quarts, $6. Smooth 
10 per cent. 


steel 
pints, $4; 
Discount 25 and 


quarts, 
nickel, 





stocks 


Casseroles, 





makes in 100-Ib 
New Hampshire, 


Standard 
Maine, 
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Vermont, Massachusetts and Rhode Island points, $7.50 per keg 
base Base prices are for No. 2 or larger. To Connecticut black- 
smiths and consumers the base price is $7.25 per 100-lb. keg. 
No freight is allowed on store shipments. 


Fancy Shoes.—Side weights, $12 per keg; track side weight, 


12.25; toe weights, $10.75; steel shoes, $9.25; toe creased, $7.75; 
side wear, $9.75; calked, $9.25; extra light calked, $10.25; iron 
countersunk, $8.25; steel sountersunk, $10; tips, $9.25; light driv- 
ing, $9.25; featherweights, $9.25; mule, $8; all assorted shoes, 50c. 


per keg extra. 

Toe Calks.—Duli, $2 per box; sharp, $2.25: blunt heel, ood, 
sharp heel, $2.50. Broken boxes cal] for an extra charge per Ib. 

Hose.—No change in rubber hose prices has been made 
by the leading manufacturers. The Boston Woven Hose 
Company has been suffering in a mild degree from !abor 
troubles, but it is believed that these are now over. . In 
speaking of prices one of the leading jobbers here says: 
“The price question is not settled, as I understand it. There 
may be and there may not be a change and there is no tell- 
ing if it will be upward or downward.” 


$2.2 


We quote from jobbers’ stocks Leader, %4-in., 11%c.; %-in., 
12% %-in., 12%c.; Olympia, %-in., 13%4c.; Milo, %-in., 15c.; 
Bull dog, 5s-in., 18%c. per foot. Good luck, %-in., 14%c. per foot. 


Galvanized Ware.—The demand for all kinds of galvanized 
ware continues excellent. Some of the manufacturers have 
kad more or less difficulty in securing all the raw materials 
desired and for that reason shipments of finished goods by 
them have been backward. This fact, together with a long 
period of seasonable cold weather, has made for a greater 
retail demand on coal hods and ash cans, especially. Pails 
and tubs are selling all the time, but not in proportion with 
other things. Prices are very strong all down the line. 
“We quote from jobbers’ stocks: Ash cans, without stays, $3.50 
each; with three stays, $5.50 each. 

Coalhods.—Japanned No. 5, $4.00 per dozen; No. 6, $4.39; No. 
7. $4.80. Galvanized, No. 515, $6.26 per dozen; No. 516, $6.94; 
No. 517, $7.50; No. 518, $8.18; No. 186, extra heavy, $12.75; extra 
strong with rivets, $33. 

Pails.—Eicht-quart, $3.71 per dozen; 10-qt., $4.20; 12-qt., $4.62: 
14-qt., $5.18: heavier pails, 40-lbs. to the dozen, £6.75; 50-lbs. to 
the dozen, $8.70. 

Tubs.—Galvanized, No. $20.60 per dozen; No. $22.96. 

Iron and Steel.—The local iron and steel supply situation 
is just about as bad as ever notwithstanding the fact that 
further carload lots have been received since last reports. 
The average local jobber is still shipping from stock more 
than he is receiving from the mills and as a result stocks 
are gradually working lower. Some of the smaller sizes of 
rounds, etc., are practically out of the market. Prices are 
reported as very strong. 

lron.—Refined, per 100 Ib., 





200, 300, 


$4.10 base except as round 
and square, % and 7/16 in., $5.50 base; % and 9/16 in., and 2% 
in. and larger, $4.50 base; flats wider than 6 in., $5.50 base; % in. 
round and square to 2% in., flats %4 in. thick and thicker, 6 in. 
wide and narrower, $4.10 base; best iron, flats, rounds and 
squares, $5.50: H. & P. ovals, half ovals and bevels, $7; rounds, 
$6; Wayne iron, $7; band iron, $5.20; hoop iron, $5.45; Norway 
iron, $20. 3roken bundles, add 4c. Ib. 

Steel.—Soft steel bars, $4 per 100 Ib. base; flats 6 in. wide 
and narrower, over 2 in. thick, $4.50; over 6 in. wide and thicker 
than 1 in., $4.85; flats wider than 6 in. and not even inches, 
$4.85; concrete bars, plain round and square, $4; twisted squares, 
$4.50; angles, channe's and tees under 3 in., $4; channels and 
beams, 3 in. and over, $3.75; tire steel, 144 x % in. and larger, 
$4.70; narrower and thinner, $5.20; spring steel, $8.50; crucible 
spring steel, $12.50; bands, $5.20; hoops, $5.45; cold-rolled rounds, 
$5.50; cold-rolled squares, hexagons and flats, $6; toe calk steel, 
$6; rubber tire channel, $7.50. 3roken bundles add 4c. lb. 


Lawn Mowers.—Orders for lawn mowers are beginning 
to filter in, according to the jobbers here, on a much larger 
scale than is usual at this time of the year. This condition 


noted; 
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of trade is attributed to a number of things, but chiefly to 
the fact that many retail dealers are firmly convinced thai 
it will be difficult to get goods later in the year. 

We quote from jobbers’ stocks: Cheaper grades, 14-in., $4 80 


each; 16-in., $5; 18-in., $5.20. Ordinary grades, l6-in., $7.50 
each; 18-in. $7.80. Better grades, 14-in., $11.40 each; 16-in., 
$12.54; 18-in., $13.68; 20-in., $14.82. Ball-bearing mowers, 14-in., 


$12.67 each; 16-in., $13.94; 18-in., $15.20; 20-in., $16.47. 

Lead.—A further advance in the price of pig lead has 
created the opinion in local hardware circles that refined 
lead values will have to be revised within the neur future. 

We quote from jobbers’ stocks: Sheet lead, 13%c. per Ib. base. 

Nails.—Local jobbing quotations on galvanized cut nails 
have been advanced 50c. per cask. Otherwise official nail 
prices remain unchanged. A jobber says, however, that if 
he had a car of wire nails and so desired, he easily could 
sell every keg at $10 and no questions would be asked. So 
far as can be learned, however, the jobbers are not asking 
premiums on nails or anything else. 

We quote from jobbers’ stocks: Wire nails, per keg, $4.50, $5, 
$5.50, $6 base; coated wire nails, $5 per standard, 100-lb. keg 
base; cut nails, ten pennyweight and smaller, $6.25 per cask base; 
twelve pennyweight and larger, $6.75 base. 

Shoe Findings.—Prices on leather taps and strips have 
not changed during the past month or so, but they are 
reported as very strong and possibly likely to before long. 
This opinion appears to be based on the supply situation. 
The local market, at least, is closely cleaned up on desirable 
grades of leather, and inferior kinds are scarcer than they 
have ever before been in the history of the trade because 
shoe manufacturers of so-called cheap shoes are constantly 
in the market for grades of leather that usually are cut up 
into taps or strips. Hardware dealers in many instances 
have found it profitable to carry taps and strips. In the 
large mill towns the sale of such merchandise has far ex- 
ceeded expectations. 

Taps.—Men’s light, $1.75 to $2.00 per doz.; medium light, $2.20 
to $2.50; medium heavy, $2.75 to $3.25; heavy, $3.25 to $3.60. 
Women’s light $1.30 to $1.50 per doz.; medium heavy, $1.55 to 
$1.70. Boys’ medium, $1.90 to $2.25 per doz.; heavy, $2.50. 

Strips.—Hemlock, clean, 65c. to 80c. per lb.; branded, 55c.; 
oak, heavy, medium and light, No. 1, 75c. to 90c.; No. 2, 65c. 
to 70c. 

Wash Boards.—The leading manufacturers of wash boards 
have advanced their prices. Jobbers have not adjusted their 
lists as yet, but probably will do so before the end of another 
week. 

Washers.—There is a slightly better demand for washers 
of all kinds, but the improvement is very slight. Unless 
business increases materially there is no reason why jobbers 
cannot ship orders promptly for some time. 

We quote from jobbers’ stocks: Malleable washers, 12c. per 
lb.; cast washers, 5 and smaller, 6c.; larger, 5c.; cut washers, 
in full kegs (200 Ib.) of a size, list; extras to consumers of less 
than keg lots of a size, add to list as follows: 100 to 199 lb. of a 
size, le. per lb.; 50 to 99 lb. of a size, 2c. per lb.; 25 to 49 Ib. of 
a size, 3c. per lb.; 10 to 24 lb. of a size, 4c. per lb.; 1 to 9 lb. of 
a size, 5c. per Ib. 

Watches.—The Leonard Watch Co., Chicago and Boston, 
has advanced its list on watches, effective Jan. 5, from 40c. 
to $1, and has notified local jobbers that all orders are sub- 
ject to those prices ruling at time of shipment, The com- 
pany will not guarantee deliveries. 

Wedges.—Wood choppers wedges have been advanced by 
the manufacturers and jobbers alike. Prices average about 
4c. per lb. higher than those quoted heretofore. 
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Office of HARDWARE AGE, 
PITTSBURGH, Jan. 10, 1920. 
HE feature of the week under review has been very 
large buying of steel rails by the railroads, which shows 
very clearly the great need of the railroads all over the 
country for rolling stock equipment. Very little money has 
been spent by the railroads in the past three or four years, 
and they are all in a greatly run down physical condition. 
Now that it has been definitely decided that the railroads 
will go back to private ownership on March 1, the steel 
trade is looking for a very heavy demand from the railroads 
for equipment of all kinds, this to include steel rails, loco- 
motives, passenger and freight cars. In the past week, 
about 150,000 tons of rails were placed with the Illinois 
Steel Co. at Chicago and the Indiana Steel Co. at Gary, Ind. 
In addition, inquiries are up for fully 300,000 tons more. 
The Atchison, Topeka and Santa Fe is certain to close for 
close to 100,000 tons within a very short time. As yet there 


has not been much activity in the placing of orders for loco- 


motives and cars, but this is expected to come soon. 
It has been estimated that the railroads will need fully 2000 
locomotives to replace wornout stock that should have been 
in the junk pile long ago. One active inquiry in the market 
is for 3000 refrigerator cars for the Union Pacific Railroad 
and this will take more than 25,000 tons of plates, shapes 
and bars. 

There is still a very active demand for pig iron, billets 
and sheet bars and finished steel products, and it seems cer- 
tain that the scarcity in supply of finished steel of all kinds 
is bound to last over the first half of this year. The large 
steel companies such as Carnegie Steel Co., Jones & Laugh- 
lin Steel Co. and probably a dozen others, report they have 
practically all the orders on their books they can turn out 
over the first half of this year. Probably the scarcest items 
on the whole list of finished steel are sheets and wire nails. 
The leading sheet mills are sold up for months ahead, and 
this is also true of the mills making wire nails. Premiums 
of as much as $20 to $30 per ton for prompt shipment are 
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still being paid by some of the large automobile builders, 
who are in distress for sheets, and willing to pay almost 
any price to get them. 

UNDER THESE CONDITIONS, IT NEED HARDLY 
BE SAID THAT PRICES ARE VERY STRONG ON 
EVERYTHING, AND LIABLE TO BE HIGHER. JOB- 
BERS AND RETAILERS ARE HAVING A GREAT 
DEAL OF TROUBLE IN TRYING TO KEEP THEIR 
STOCKS COMPLETE, AND ARE UNABLE TO DO SO 
ON MANY LINES. THERE IS NO DOUBT BUT THAT 
CONDITIONS IN THE STEEL TRADE AND ALL 
OTHER LINES ARE GOING TO BE VERY ACTIVE 
OVER FIRST HALF, AND THE GREATEST TROUBLE 
WILL BE TO GET MATERIAL. STOCKS ARE VERY 
BADLY DEPLETED, AND SHIPMENTS BY THE MILLS 
ARE SLOW. A SCARCITY IN CARS HAS EXISTED 
FOR SOME TIME, AND THIS IS HOLDING BACK COAL 
SHIPMENTS TO THE MILLS, THUS CUTTING DOWN 
THEIR OUTPUT, AND IS ALSO HOLDING UP SHIP- 
MENTS. 

Prices on hardware goods are from 25 to 50 per cent 
higher than a year ago, yet the hardware trade reports 
very little complaint from customers about prices. The 
greatest complaint is inability to get goods as fast as 
wanted. Several local jobbers report that in dollars and 
cents, their volume of business in 1919 was the largest in 
any one year in their history. Retailers also make the same 
report, and say that-1920 will be a still larger year, if they 
are able to get the goods. The holiday hardware trade in 
this city was the largest ever known, and a striking feature 
. . was that customers bought high priced goods and very 
reely. 

Bicycles.—The local hardware trade reports that the holi- 
day business in bicycles was the largest in any one year for 
a long time, and stocks of some dealers were entirely de- 
pleted before the demand was satisfied. Jobbers still have 
fairly good stocks, but new demand for bicycles has quieted 
down since the holiday season. 

Bolts, Nuts and Rivets—Local makers report a very ac- 
tive demand and say their output is well sold up over first 
quarter. Some makers have covered their customers for 
second half delivery at open prices, and prices are to be 
those in effect at the time shipments are made during the 
second quarter. It seems likely prices on steel bars will be 
higher, and none of the manufacturers of nuts, bolts and 
rivets would run the risk of selling so far ahead at present 
prices. Discounts quoted by most of the leading makers in 
large lots, for first quarter delivery, are as follows: 

Large structural and ship riveta........cccscecccses $4.10 base 
Seen Oe IN oo sis ago wsiccetunt 66a awa esac dad $4.20 
Small rivets, 144 in., 5/16 in. and 7/16 in. diameter, 

50 per cent off list 
Machine bolts, hp. nuts, % in. x 4 in.: 


Smaller and shorter, rolled threads. ..50 and 10 per cent off list 


RN I Soir aa gc rn Gack bana ahd 0 eh ns ik eR AS 50 per cent off list 


Larger and longer sizes............... 40 and 5 per cent off list 
Machine bolts, c.p.c. and t. nuts, % in. x 4 in.: 

ee ee on ceukancavebeces 40 and 5 per cent off list 

Dee Gee GE, . Chavccacmapouwesese 35 and 5 per cent off list 


Carriage bolts, % in. x 6 in.: 


Smaller and shorter. rolled threads....45 and 5 per cent off list 


2... Saree reas 40 and 5 per cent off list 
Larger and longer sizes..............30 and 10 per cent off list 
Lag bolts .......c.cccccccccccccccecss- 50 and 10 per cent off list 
Plow bolts, Nos. 1, 2 and 3..........-+.+.++++.590 per cent off list 
Plow bolts, Nos. 4 to 10.... ..50 plus 20 per cent off list 












Hot pressed nuts, sq. blank. . Oc. per Ib. off list 
Hot pressed nuts, hex. . off list 
Hot pressed nuts, sq. tapped.............05- 2.25 . off list 
Hot pressed nuts, hex. tapped.............+-- 2.25¢. . off list 
C.p.c. and t. sq. and hex. nuts, blank........2.50c. per Ib. off list 
C.p.c. and t. sq. and hex. nuts, tapped......2.25c. per lb. off list 
Semi-finished hex. nuts: 

& BRP rey eer ee 65 per cent off list 

Ee ER Pr reer 70 and 10 per cent off list 
Stove bolts in packages.............ssee0. 75-10 per cent off list 
Pee DOIN CE UWA. canccicccteennne ...75-10-214 per cent off list 
NE I aoa ss sherk wer ike pee ee kaR RA 60-10 per cent off list 


The above discounts are from Nov. 1, 1919. 
All prices carry standard extras, Pittsburgh basis. 
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BUILDERS HARDWARE.—TWO LARGE MANUFAC- 


TURERS HAVE NOTIFIED THE TRADE OF AN AD- 
VANCE IN PRICES OF ABOUT 10 PER CENT ON 
NEARLY ALL GRADES OF BUILDERS HARDWARE, 


EFFECTIVE FROM JAN. 1. THESE CONCERNS HAVE 
WITHDRAWN ALL FORMER PRICES AND ARE QUOT- 
ING ONLY ON ACTUAL INQUIRIES. IT IS SAID SOME 
CONCERNS MAKING BUILDERS’ HARDWARE ARE 
NOT QUOTING PRICES, BUT ARE NOTIFYING THEIR 
TRADE THAT PRICES CHARGED FOR GOODS WILL 
bE THOSE IN EFFECT AT THE TIME SHIPMENTS 
ARE MADE. 

Iron and Steel Bars.—There is no decrease in the demand 
for steel bars, and there is an actual shortage in the supply. 
Three or four of the local mills rolling steel bars, report 
they are sold up over first quarter and have taken consid- 
erable orders for second quarter delivery, prices to be ad- 
justed later. 

We now quote common iron bars in large lots at 3.50¢. to 
3.75c. and steel bars rolled from billets at 2.75c to 3c at mill, 
Pittsburgh. 

Sheets.—Last week the American Sheet & Tin Plate Co. 
was operating to over 90 per cent of normal hot sheet mill 
capacity, but actual output was probably not over 75 per 
cent, as there is a lack of efficiency among sheet employees, 
the men not putting forth their best efforts, and this is cut- 
ting down output very materially. In fact, this holds good 
on all lines of finished steel products, and in nearly every 
department of business that employs labor. The scarcity 
in supply of sheets is very acute, and some of the automo- 
bile dealers are offering premiums for $20, and as high as 
$30 per ton, for sheets for prompt delivery. Most mills are 
refusing these premiums, and state they are putting forth 
their best efforts to supply their regular customers as 
promptly as they can, and at regular prices. 

In carload lots, mill prices, f.o.b. Pittsburgh, for No. 8 gage 


and heavier blue annealed Bessemer sheets is 3.50c. per Ib.; for 
No. 28 gage black sheets, 4.35c.; for No. 28 gage galvanized, 
5.70¢c., and for black plate for trimming, No. 28 gage, 4.35c. Some 


mills are charging higher prices than these, while jobbers are 
getting heavy advances for small lots from stock. 

Plate Glass —There is a very great scarcity in the supply 
of plate glass, and recently the General Motors Co. pur- 
chased two glass plants in the Pittsburgh district, in order 
to make their own supply of plate glass for their cars. It 
is claimed that for some time many automobile builders 
have been using plain window glass for the lower section of 
wind shields, and in a few cases, for the lower section of 
Prices are very strong, and all makers of glass are sold out 
for months ahead. 

Tin Plate.—The output for tin plate for first half of 1920 
is under contract and there is no doubt but that some mills 
are badly over sold. Nearly all business on the books of 
the mills is at the regular price of $7 per base box, but on 
export inquiries, mills that are quoting, ask $8, and as high 
as $8.50 per base box. We quote tin plate in large lots for 
first half delivery at $7 up to $7.50 per base box, f.o.b. mill, 
Pittsburgh. 

Wire Products.—The acute shortage in supply of wire 
nails still exists, and seems to be getting worse. All the 
mills are sold up for some time ahead, and there are not 
enough wire nails to go around and meet the demand. The 
American Steel & Wire Co. is said to be rigidly adhering 
to the March 21 price on wire nails, which is $3.25 base 
per keg, but some independent mills that have a few nails 
to sell are quoting as high as $4.50 base per keg. The 
new demand for wire is not so urgent as for nails, but 
prices are very strong. It is said it will be three or four 
months, and perhaps longer, before the acute shortage in 
supply of wire nails has been met. 

We quote wire nails in carload lots at prices ranging from 
$3.25 up to $4.50 base per keg. and there is no doubt that $5 and 
even as high as $6 base per keg weuld be paid by some buyers 
who are in distress for nails, and who would gladty pay most 
any price to get them 





, 79 


right. 





“T cannot tell you how much I appreciate HARDWARE AGE. 
topics that are just what we want to know about and your discussions of them are ‘just 


It has so many timely 


Sincerely 
L. L. Bunt 
717 S. 26th St., Lafayette, Ind. 
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CLEVELAND 


Office of HARDWARE AGE, 
CLEVELAND, January 12, 1920. 

HE new year has started out most satisfactorily in the 

hardware trade. Local retailers, who expected the usual 
dull spell during the first part of January, report a very 
good volume of sales in shelf goods and general hardware 
lines. Salesmen of some of the hardware jobbing houses 
did not return to the road until this week, holding their 
annual conventions last week. Most optimistic views of 
the outlook were expressed by the traveling men at these 
meetings. Representatives of some of the hardware manu- 
facturers were present and warned the hardware men that 
there would probably be a shortage of many lines of mer- 
chandise for a long time due to the inability of the manufac- 
turers to secure steel from the mills and other raw material. 

The members of the Cleveland Retail Hardware Associa- 
tion at their monthly meeting, Jan. 9, generally reported 
business very good and the outlook for heavy buying in the 
spring most promising. While deliveries are slow, local 
retailers generally have good-sized stocks. They report that 
shipments from manufacturers are coming along in good 
shape on orders placed a few months ago, and apparently 
retailers who placed the orders soon enough are not suffer- 
ing much from a shortage of goods. While jobbers’ lines 
are not complete, a retailer is usually able to secure what 
he wants or another make of the same line of merchandise 
from jobbers’ stocks. This applies to practically all lines 
of manufactured hardware. Shortages continue in nails, 
wire, sheet steel and some other mill products. 

There is still a heavy demand for builders’ hardware for 
finishing up houses started late in the season, and this is 
expected to continue the greater part of the winter, as a 
great deal of building work is now under way and opera- 
tions are being continued as far as the weather permits. 
The price tendency is still upward, advances having been 
made during the week on quite a number of items. 

Aluminum Ware.—The Buckeye Aluminum Co., Wooster, 


Paint material prices as quoted 


Animal, Fish and Vege- Cobalt, Oxide..... @ Ib. 1.60@1.65 
; inate Cts WEHOE sii cecassdenes ~ 100 Ib. 
Linseed, Raw, Carload _ CURAD | oe hciasoues 1.15@1.20 

MOS oe no ewe ee ne BL SI — GIMOES bie’ dae cease 1.20@1.25 

City, five-bbl. lots... 1.90@ Hx. Gildera .<ccccees 1.30@1.40 
Out-of-town, five-bbl R 

lots and over.......1.87@— Putty Commercial— 


Soiled, 2¢ % gal. advance on Commercial, 120 Ib 


Raw. RS ee eae 2.75@— 
Lard, prime, winter, edible in a ee rer 4.50@— 

sbls. or gal.......$2.25 - ‘ : . . 
B scone sor sala In 1 Ib. to 5 Ib. tins..$4.64@$6.00 
Cotton seed, Crude ; 

f.o.b. mill . .$17.800e— Spirits Turpentine— 


Yellow Summer ~ gal 


Prime, bbl. -21.80@22.50 In Machine bbls... 1.86@— 
Tallow, Acidless, car 
lots Lapekek eae 1.56@— Gam Shellac— 
Menhaden > Ib. 
Northern Crude ........ nominal Diamond I ..ccessevcoes nominal 
Southern f.o.b. Fac- Fine QraABMe «ccs ncvrcecs nominal 
LOTY weer reece eens 90@ Medium Orange .........- nominal 
Light Pressed. rr . . : 
Yellow Bleached......1.20@ A. C. Garett. ccsvcesies nominal 
White Bleached Button ~--1.65@1.70 
Winter ....+-.40- 1.224 Kate BGtton +.0:00.0 vsisecene nominal 
Cocoanut Ceylon do- T. N. se veee es o$1.30@$1.35 
mestic, bbl. per Ib. .194,@191%4 ‘ 3 a Gee age ee aa 
Cochin Imported, spot...... nominal sl ed a di — 
Domestic, bbl........19%@ Colors in Oil— 
Cod, Domestic, Prime......nominal P Ib 
Newfoundland. in bbl. .1.15@1.18 Black, Lamp «...sc02.0. 10@45 
Corn, Refined, bbl., 100 Black, Coach, Japan... 28 MAD 
ese seee+  2oO00@ Black in of]. .....-cece 52@36 
Porpoise body ....... 1.24@ Drop Black ¢vcsesccecs 32@ 36 
Olive denatured.........2.50@ it.” SRE 5:66 0de es 1.00@1.10 
Neatsfoot, Prime -1.80@ Blue, Prussian ....... 1.00@1.10 
Palm, Lagos, spot per Ib Blue, Ultramarine ..... 10@50 
16%, @ French Ochre ......-; 18@22% 


Soya Bean, bbl., Ib 19a@19% 


Green, Chrome, Pure... TO@T5 
Miscellaneous— Green, Paris ........ 60@75 
Barytes Indian Red «...6scse00- 35@39 
White, Foreign . , 
. P , ; netig DE: sceeteude 6@18 
Y ton . -nominal Ve setian Red 16@1 
Domestic, prime Sienna Burnt ......... 20@32 
: hite floated Cuber, Baw «2.000006. 28@30 
ag weceeceee « -30.00@381.00 a 
Of color in bags : ess Umber, Burnt ......+- 28@30 
e@ ‘ee eee 21.00@24.00 Chrome Yellow ........ B8@415 
Chalk, English ..... ton nominal White and Red Lead, 
French ......+0+- # ton nominal «&e.— 
China, Clay, Imported, Cents @ Ib 
@ ton .. 2. ee  DRK.00@ 23.50 Lead, American White 
Domestic 8.50@ 20.00 i SW Res aren er 9@O'% 


Ohio, has made a price advance of about 7/2 per cent on its 
line of aluminum kitchen ware. Stocks were depleted during 
> holiday trade, and shipments by manufacturers are now 
slow. 

Automobile Tires.—Salesmen for jobbing houses have 
commenced to take orders for automobile tires for spring 
delivery at the prices that have been prevailing for some 
time. No intimation has been given out that manufacturers 
will change prices. 

Bolts and Nuts.—The demand for bolts and nuts is hold- 
ing up well and, while shipments from manufacturers are 
slow, jobbers still have good stocks and are able to fill 
orders promptly. Prices are unchanged. 
are as follows: 

Machine bolts, 3 x 4 in., smaller and shorter roll thread, 
40 and 10; cut thread, 40; larger and longer, 30; carriage 
bolts, % x 6 in., smaller and shorter roll thread, 40; cut 
thread, 30; larger and longer, 25; lag bolts, 45; stove bolts, 
60 and 10; nuts, keg lots, tapped, $1.50 off list for both 
square and hexagon. 

Dampers.—A price advance of 5 per cent has been made 
on stove pipe dampers. Six-in. dampers are now quoted by 
jobbers at $1.85 per doz. 

Eaves Trough and Conductor Pipe.—Orders for eaves 
trough and conductor pipe are being taken for shipment at 
the mills’ convenience during the first quarter. The price 
has been advanced 10 per cent over prices prevailing last 
fall. 

Extension Ladders.—The Saginaw Ladder Co., Saginaw, 
Mich., has made a 10 per cent advance on its line of exten- 
sion ladders. 

Glass Cutters.—A price advance of 10 per cent has been 
made on the Red Devil line of glass cutters. 

Horse Shoes.—The horse shoe market is very dull and 
prices are unchanged. Jobbers quote horse shoes at $6.50 
per keg for No. 2 and larger. 

Mops.—The list price on O-Cedar mops has been ad- 
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vanced 25 per cent. The discount by jobbers remains un- 
changed at 33! per cent. 

Nails and Wire.—The acute shortage of nails and wire 
that has existed for some time shows no improvement. Job- 
bers’ stocks are very low, being limited to odd sizes. 
Very few shipments are being received from the mills. The 
wire situation is fully as bad as nails. Some jobbers are 
cancelling all orders for nails and wire that they do not have 
in stock. Large consumers of nails are paying much higher 
than regular prices to secure deliveries from available stocks, 
but jobbers’ prices have not been advanced. Jobbers’ prices 
for less than carload lots are as follows: 

Wire nails, $3.75 per keg; No. 9 galvanized wire, $4.20 per 
100 lb.; No. 9 annealed wire, $3.50 per 100 lb.; cement- 
coated nails, $3.35 per 100 lb. 

Oil Cook Stoves.—Prices on oil cook stoves have been 
advanced about 5 per cent. Jobbers are getting a good 
volume of orders for the spring trade. 

Jobbers quote oil cook stoves at $11.35 for two-burner; 
$15 for three-burner, and $19.25 for four-burner. 

Rope.—Rope is in active demand for spring delivery. 
pg are unchanged. Jobbers quote best grades of rope at 
24%, ¢. per lb. at mill and 2514¢. out of stock. 

Rubber Roofing.—The demand for rubber roofing is light 
at present, but a good volume of business is expected in 
the early spring. Jobbers at present have good stocks. 

Jobbers quote roofing material as follows: Standard qual- 
ity rubber roofing, one-ply, $1.95 per square; two-ply, $2.40; 
three-ply, $3.85; slate surface asphalt roofing, $2.95; asphalt 
shingles, $7 per square. 

Sash Weights.—Another price advance of $5 a ton has 
been made on sash weights, which are now quoted at $64 
per ton in ton lots for shipment from foundries. 

Sheet Zinc.—Another price advance of 50c. per 100 Ib. 
has been made on sheet zinc, which is now quoted by job- 
bers at $16.50 per 100 Ib. 

Steel Bars.—The scarcity of steel bars has become more 
acute and jobbers are declining t to take orders except for the 


few sizes that they may have in stock. 


Office of HARDWARE AGE, 

MINNEAPOLIS, Jan. 12, 1920. 
HE past week has marked the start of a new year’s 
business which promises to be greater than any year 
in the history of the Northwest. Retail trade is starting 
to develop, and dealers are turning their attention toward 
their spring stocks in all lines. While many business houses 
are in the midst of their annual inventories their trade js al- 
ready demanding more attention than usual at this time 
of the year. In other words the period usually marked 
by a lull in trade after the holiday rush of business evidently 
is not going to be so long or nearly so quiet as in former 
years. It really begins to appear that the necessity for 
intense and continued production in all lines of trade is 
starting to make itself felt. One big problem common to all 
cities is the housing problem, and the Twin Cities have their 
full share of it. Building is being continued throughout 
the winter even under the most adverse conditions. Not 
only residences but stores, office buildings, and particularly 
apartment houses are going forward as rapidly as weather 
conditions will permit. Scarcity of supplies in many lines 
is proving a serious handicap, which is slowing up opera- 
tions, but even this does not prevent a vast amount of con- 
struction being accomplished. Nails and wire have been 
and are extremely scarce although there is some movement 
of this class of material all the time. Dealers are not 
attempting to accumulate a surplus stock, as such an attempt 
would be futile. Galvanized products are very scarce also, 
and it is understood that many factories are practically sold 
out of all surplus stocks and have orders that will keep 
them busy for at least the first half of the year. So we 
have a season’s business starting with two extreme con- 
ditions, that of an extraordinary demand and an unusual 

scarcity of all manufactured goods and basic materials. 
Prices are an extremely disturbing factor to both dealer 
and jobber, although so far the jobber is the one most 
affected. Jobbers as a rule have not advanced their prices 
as yet to their customers. They will undoubtedly be com- 
pelled to do so as new advances and more of them are 
arriving almost daily from the factories. At least one of 
the largest manufacturers of builders’ hardware has an- 


nounced another general advance in prices in the past few 
days and further advances from the smaller factories may be 
Tool makers are not behind the times in any 


expected. 
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Steel Sheets.—The shortage of steel sheets is still acute. 
Jobbers’ stocks are very low, and the shipments that are 
coming from mills are sufficient to supply only a small pro- 
portion of the demand. Mills are declining to accept further 
orders or to quote prices. Unless jobbers have the material 
wanted in stock, they are taking orders subject to their 
ability to fill and prices prevailing at time of shipment. 

We quote sheets at $5.90 for No. 28 black and $7.25 for 
No. 28 galvanized, out of stock. 

Stove Boards.—A price advance of 20 per cent is an- 
nounced on stove boards for the coming season. Jobbers are 
beginning to take orders at the advance. 

Stove Pipe and Elbows.—New prices have been announced 
for stove pipe and elbows for the first half of 1920 delivery, 
these representing approximately a 5 per cent advance over 
last prices. 

Jobbers quote stove pipe at $4.65 per crate and 6-in. 
elbows at $1.75 per doz., both of 28-gage sheet steel. 

Stoves.—The demand for gas and coal cooking and heat- 
ing stoves is quiet. Retailers are def ferring making pur- 
chases because of the high prices, but prices still show an 
upward tendency. Molders in Cleveland were granted a 15 
per cent wage increase Jan. 1, which will add to the cost 
of manufacture. Manufacturers are taking orders subject 
to ithe prices prevailing at the time of shipment. 

Tacks.—Tack manufacturers have advanced prices ap- 
proximately 25 per cent. 

Jobbers now quote tacks as follows: Upholsterers’ tacks, 
6-0z., 25-lb. boxes, 20c. per lb.; bill posters’ tacks, 6-oz., 17e. 
per lb.; carpet tacks, 6-0z., blued in bulk, 18¢. per lb.; cut 
tacks, No. 8, 4-lb. packages, 65c. 

Tire Chain.—The demand for tire chain continues very 
heavy, but shipments are so slow that jobbers are unable 
to fill half their orders. Prices are unchanged. 

Jobbers quote Weed tire chain in _ up to 12 as follows, 
per set: 30 x 344, $4.32; 32 x 4, $5.25; 34 x 4, $6.02. 

Trowels.—A price advance of 10 “th cent has been made 
on the Rose & Son line of brick trowels. 

Wash Boards.—The National Wash Board Co. has ad- 
vanced prices on wash boards from 10 to 15 per cent. 


CITIES 


way and new prices are coming through freely from them 
also. The new prices announced by the Colt’s Firearms Co. 
have been put into effect generally and undoubtedly their 
announcement is the forerunner of a general advance in this 
class of goods. Brush manufacturers tell us the same story 
in regard to their goods, advising at the same time of the 
searcity of materials in their line. 

Axes.—There is nothing new in the market here regard- 
ing axes, as prices are the same as last quoted and sales 
are running at about normal, being perhaps a trifle heavier 
than usual for this season of the year. 

We quote from local jobbers’ stoc a, Sager’s single bit, base 
weights, $16. 50 per doz.; Sager’s double bit, $20.50 per doz.; 
handled, Sager's single bit axes, $23.50 per doz.; Hiawatha boys’ 
axes, $14.00 per doz. 

Alarm Clocks.—Alarm clocks continue to be extremely 
scarce and prices on them high. Jobbers cannot accumulate 
a fair working stock as any receipts from the manufacturer 
are quickly reshipped to their dealers. A heavy shortage 
still exists in production of many of the leading makes. 

Builders’ Hardware.—Builders’ hardware is meeting with 
2 much heavier demand throughout this winter than ever 
before. This is creating a bigger shortage along this line, 
as ordinarily stocks are accumulated at this time of the 
year to meet the heavier demand in the spring. Factories 
however are not producing anywhere near the normal 
amount of goods, where they should be nearly doubling their 
regular capacity. 

Coal show a somewhat lighter call than 
earlier in the winter, which is perhaps fortunate, as manu- 
facturers of this line are meeting with increasing difficulties 
in production. Prices have not changed. 





We cuote froin local jobbers’ stocks Japanned open coal hods, 
17-in., at $4.95 per doz.; 18-in., at $5.50 per doz 17-in. funnel, 
at $6.35 per doz.; 18-in., at $7 per doz.: galvanized, open, 17-in.. 
at $7.70 per doz.: 18-in., at $8.55 per doz.; 17-in. funnel, at $8.50 


per doz. ; 18-in., at $9.55 per doz 

Files.—Call for files is fairly good, especially in a retail 
way, for this season of the year. Shops and factories are 
beginning to send in their inquiries and orders. Prices are 
holding steady and strong as last quoted. 

We quote from local jobbers’ stocks Nicholson files at 50-10 
per cent; Riverside, at 50-10-10 per cent; Arcade, at 60 per cent 
from standard lists ; 


Galvanized Ware.—Manufacturers of this line of goods 
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are finding themselves without reserve stocks and without 
very much raw material to fill incoming orders. At least 
this is the opinion held by jobbers as their orders are filled 
very slowly and without promise of better conditions in the 
near future. So far prices are unchanged, but further 
advances may be expected at any time. 

We quote from local jobbers’ stocks: Common galvanized pails, 
8-qt., $3.40 per doz.; 10-qt., $3.73 to $3.85 per doz.; 12-qt., $4.10 
to $4.20 per doz.; 16-qt., $4.60 to $5.70 per doz.; heavy stock, 
16-qt., $7.00 to $11.25 per doz.; 18-qt., $8.15 to $11.80 per doz.; 
20-qt., $17.00 per doz.; galvanized tubs, No. 0, $8.55 per doz.; 
No. 1, $10.66 to $11.00 per doz.; No. 2, $12.00 to $12.35 per doz. ; 
No. 3, $14.00 to $14.40 per doz.; heavy galvanized tubs, No. 1, 
$20.50 per doz.; No. 2, $22.00 per doz.; No. 3, $23.50 per doz. 

Glass, Putty and Glazier Points.—Sales are fair for this 
season of the year in both glass and putty, although con- 
siderably lighter than earlier in the season. Prices show 
no change. 

We quote from local jobbers’ stocks: Double strength “A” 

grade glass, 78 per cent; single strength “A” grade glass, 76 per 
cent; commercial bladder putty in barrels at $4.50 to $5.75 per 
ewt.; glazier points are being quoted at 22c. per Ib. in 25-lb. 
boxes. 
_ Heaters.—There is still a very good call for heaters both 
in electric and oil, although it is apparent that electric 
heater is gaining very rapidly in favor. There is no change 
in price. 

_We quote from local jobbers’ stocks: Japanned polished body 
oil heater at $4.75 each, nickel trimmed at $5.50 each; large ja- 
panned nickel trimmed at $8.00 each; electric heaters in lots of 
less than 10 to 25 per cent discount. 

Lanterns.—The call for lanterns still continues to be very 
good with stocks fairly well assorted so far. Prices show no 
change. 

We quote from local jobbers’ stocks: Dietz D-Lite short globe 
lanterns at $13.00 per doz.; Wizard short globe at $12.50 per doz. ; 
Victor at $8.45 per doz.; No. 2 Blizzard at $12.50 per doz.; Bliz- 
zard Dash at $16.95 per doz.; Buckeye at $12.00 per doz. 

Nails.—There is no change in the nail situation here, nails 
heing practically off of the local market. Some nails are 
being received here but receipts are very light as yet. 
Jobbers are selling very few nails to retail houses in the 
city or in the country either for that matter. Their stocks 
are at a low point and while they are receiving a very 
small supply from some of the mills it will be a long time 
before their stocks reach anywhere near normal. Quoted 
base still remains unchanged. 

We quote from local jobbers’ stocks: Standard wire nails, 
$4.25 per keg, base; coated wire nails, $4.00 per keg, base. 

Paper (Building ).—Building paper still continues high 
and scarce in many items. Prices have not changed since 
last quotation. 

We quote from local jobbers’ stocks: Barrett's No. 2 tarred felt, 
$4.05 per cwt.; threaded felt, 500-ft. roll, $1.85 per roll; Slater’s 
felt, $1.26 per roll; Barrett’s dry saturated felt, $1.79 per roll; 
red rosin sheathing, No. 30 and 35, $4.40 per ewt.; deadening 
org $5.65 per cwt.; Duplex plaster board, 500-ft. rolls, $4.75 per 

Rope.—Prices on Rope are still holding steady and strong 
as last quoted. Stocks are fairly well assorted, although 
much lighter than last year. 

First grade manila, 26c. per Ib.: first grade sisal, 20c. per Ib., 
base, Swedish wire rope, Tram & Tiller, 5 per cent; crucible steel 
rope, 22% per cent; Monitor hoisting rope, 20 per cent; plow 
steel rope, 35 per cent from standard list. 

Sand Paper.—Call for Sand Paper is beginning to im- 
prove from shops and factories. Retail trade still remains 
very light. Prices show no change. 

Local jobbing quotations are: Sand paper, best grade, No. 1, 
per ream, $6.00; second grade, No. 1, per ream, $5.40; garnet 
paper, No. 1, per ream, $15.00. 

Sash Cord.—Although some of the factories have 
advanced their price on sash cord, local quotations remain 
the same as before. Sales are good as building has con- 
tinued so far during the winter. 

Local jobbing quotations are: Common sash cord, 75ec. to 80e 
per Ib. base; solid cotton sash cord, $1.05 per Ib. base; Silver 
Lake sash cord, $1.10 per lb. base; Samson’s spot sash cord, $1.12 
per lb. base. 

_Sash Weights.—There is no change in the sash weight 
situation, the shortage still being very troublesome to con- 
tractors and dealers. Some sash weights are still being 
shipped in from outside sources, but the quantity is com- 
paratively small. 

We quote from local jobbers’ stocks: Cast iron sash weights, 
regular sizes—-3 to 30 lbs., inclusive—at $3.00 per cwt 

Solder.—Solder is still selling although much lighter 
than when fall work was in progress. Prices are still as 
last quoted. 

Local jobbing quotations are: 
per Ib.; 





Half and half solder, 36c. to 37e. 
warranted half and half solder, 40c. per Ib.; wire solder, 


42c. per lb 
Steel Sheets.—Steel sheets are very scarce in the local 
market and practically none are being received from the 
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mills. Prices are holding steady as quoted for the past 
several weeks. 

We quote from local jobbers’ stocks: Galvanized steel sheets, 
$7.19 per ewt. base; black steel sheets, $5.89 per cwt. base. 

Staples.—Staples are still selling at a fair rate with no 
change in prices. Stocks are at a low point. 

We quote: Polished fence staples, $4.40 per keg; galvanized 
fence staples, $5.10 per keg; galvanized poultry netting staples, 
$6.00 per keg. 

Screws.—There is more interest being manifested in 
screws as shops and factories are beginning to consider 
their stock in this line for spring trade. Local stocks are 
still fairly well assorted although considerably lighter than 
when the heavier demand is in progress. 

We quote from local jobbing stocks: Flat head, bright wood 
screws, 75 per cent; round head blued, 72% per cent; flat head 
brass, 60 per cent; round head brass, 55 per cent; regular cap 
screws, 50 per cent; set screws, 50 and 10 per cent; iron ma- 
chine screws, 70 per cent; brass machine screws, 60 per cent. 

Steel Game Traps.—Steel game traps are still selling 
at a good rate with stocks in good condition and well 
assorted with the jobbers. There is practically no change 
in price. 

We quote from local jobbers’ stocks: Steel traps, Victor, No. 0, 
$1.40 per doz.; No. 1, $1.65 per doz.; No. 1%, $2.48 per doz. ; 
No. 2, $3.46 per doz.; Newhouse, No.0, $3.09 per doz.; No. 1, $3.63 
per doz.; No. 1%, $5:44 per doz.; No. 2, $8.04 per doz. 

Tacks.—Tacks are still quoted as they have been for 
several weeks past, although the change made by the factory 
has been noted by the jobbers. Stocks are in fair condition, 
although much lower than they probably will be in the near 
future. 

We quote from local jobbers’ stocks: No. 6 upholsterers’ tacks, 
72c. per doz. pkgs. ; bill posters’ 6-o0z., 17c. per lb. (in 5-lb, boxes) 

Tin Plate.—The supply of tin plate in the local market 
is still very low and probably will be for some time to come. 
Prices are still holding steady as last quoted. 

Local jobbing quotations are: I. C., 20x 28, Taylor’s old style, 
$30.00 per box; I. C., 20 x 28, No. 8 coating, $17.25 per box; 
charcoal bright, 20 x 28, Ideal I. C., $21.00 per box. 

Weather Strip—Weather strip is selling although not 
nearly so rapidly as in the fall. Stocks are being diminish- 
ed as dealers are trying to reduce them as the end of the 
season for this class of material approaches. 

Local jobbing quotations are: Wood and felt, 5g-in. and %-in., 
$1.65 per 100 ft.; wood and felt, 1-in., $2.30 per 100 ft. (or in terms 
of discounts); rubber insert weather strip, 75 and 10 per cent; 
felt insert weather strip, 70 and 5 per. cent; Bosley’s Clincher, 65 
per cent, also 30 per cent; all rubber, 70 and 5 per cent. 

Wire.—The call for wire is still fairly good, as contractors 
have been using it throughout the winter. Stocks are very 
low but the price has held steady as last quoted. 

Local jobbing quotations are: Black, annealed wire, $4.00 per 
ewt. base; galvanized wire, $4.17 per cwt. base; painted cattle 
wire, 80-rod spools, $3.57; galvanized cattle wire, $4.12; painted 
hog wire, 80-rod spools, $3.83; galvanized hog wire, $4.40; bale 
ties, single loop, 70 per cent from list. 

Those handling paint stocks are mainly concerned at the 
present time with getting their stocks in shape after the 
end of the year and preparing for the new business which 
will come with the opening of spring work. Small package 
goods still are selling, although there is a noticeable falling 
off in trade after the holidays in this class of goods also. 
Reports of further advances in brushes have been received 
and white lead has taken another advance also. Turpen- 
tine has taken further advances also. 

Mixed Paint.—Mixed paint is selling very slowly and 
that only in the smaller sized packages. There has been 
no change in the price of this class of goods. 

We quote from local jobbers’ stocks: First grade house 
mixed paint, $3.60 per gallon; second grade house mixed paint, 
$2.30 per gal. 

White Lead.—White lead has moved up to a higher price 
although sales are very light at present. 

We quote from local jobbers’ stocks: White lead, in 100-lb 
kegs, at 1414c. per Ib., with the usual differentials for size of 
package and quantity. 

Turpentine.—Sales are light at this time of the year but 
the market is considerably higher than on last week’s quota- 
tion. 

We quote from local jobbers’ stocks: 
lots, $1.90 per gal. 

Shellac.—Shellac is selling very slowly, which is perhaps 
fortunate as the supply is very limited in this market. 

Local jobbing quotations are: Orange shellac, $5.25 per gal.; 
bleached white shellac, $5.50 per gal. 

Linseed Oil.—There has been a slight decline in the price 
on linseed oil, the market now being 2c lower than last 
week. Sales are at a very low point compared to those 
earlier in the season. 

We quote from local jobbers’ stocks: Boiled linseed oil, in 
barrel lots, $1.98 per gal.: raw linseed oil, in barrel lots, $1.85 
per gal. 


Turpentine, in barrel 
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Cleveland Paint Market 


Office of HARDWARE AGE, 
CLEVELAND, Ohio, Jan. 12, 1920. 

The paint market, which was quiet during the holiday 
season, has become fairly active. Retail dealers are buying 
quite freely of both paints and varnishes for spring deliv- 
ery. 

Jobbers quote best grades of mixed paints at $4 per gal. 
for colors and $4.25 for white. 

Linseed Oil.—The linseed oil market is quiet, but very 
firm. Many of the trade would like to place orders for fu- 
ture delivery, but most sellers are taking only current or- 
ders. The price is unchanged. 

Jobbers quote linseed oil at $2.05 for raw oil and $2.07 for 
boiled oil. 

Turpentine.—Turpentine has again advanced, and it is 
stated that the present price is the highest that it has ever 
reached. The demand, which has been inactive, is pick- 
ing up. 

Jobbers quote turpentine at $2.02 per gal. in bbl. lots. 

White Lead.—The advance in the pig lead market has 
caused another advance of 'c. a lb. for white lead. 

Jobbers quote best quality of white lead at 14%c. per lb. 
base in 100 lb. kegs. 

Shellac.—Prices on shellac gum have advanced 1l5c. per Ib. 
for orange and 20c. per lb. for white, and these advances 
have caused the marking up of shellac prices. Deliveries 
are very slow. 


Chicago Cutlery Market 


Office of HARDWARE AGE, 
January 9, 1920. 


T the close of the inventory season, Chicago jobbers 
find that the heavy demands for cutlery during the 
holiday season practically cleaned out their stocks of fancy 
cutlery. They are short on high grade pocket knives, mani- 
cure scissors and sets, fancy carving sets, and silver plated 
goods. In some of the above lines, the demand will prob- 
ably fall off now that the holiday season is past, but this 
will not be the case with pocket knives. It will undoubtedly 
be several months before the pocket knife situation shows 
any marked improvement, and probably a year before stocks 
can get back to anything approximating normal. 

Shears and scissors are almost as hard to get as pocket 
knives. Jobbers are seldom able to completely fill orders 
for these lines, and stocks of retail dealers are badly broken. 

The razor situation is about the same as for some time 
past. There is a very heavy demand for both the safety 
and open-blade types, while the supply is rather limited. 
In the dollar type of safety razor, the costs have grown 
until the makers claim that it is impossible to place them 
with the retail trade at a price that will allow a resale price 
of a dollar. In fact, there is strong probability that the 
dollar razor will soon be a thing of the past, according to 
well posted jobbers. Blades for this type of razor will 
probably take on advances also. 

Sales of silver plated table ware have been exceptionally 
heavy this season, and are still keeping up. Many patterns 
are difficult to stock. ‘Fhe Oneida Community, Ltd., has 
announced the new prices on plated ware for this territory. 

Shears.—Nickel plated straight trimmers, regular patterns, 
6-in., $11.50 per doz.; 7-in., $12.95 per doz.; 8-in., $14.40 per doz.; 
japanned straight trimmers, regular pattern, 6-in., $10.25 per 
doz.; 7-in., $11.50 per doz.; 8-in., $12.80 per doz.; barber shears, 
nickel plated, regular pattern, 7-in., $12.95 per doz.; 8-in., $14.40 
per doz. All prices net, f.o.b. Chicago. 

Jack Knives.—American two-blade standard gauge pocket 
knives, length 3%in., stag or wood handles, $6.75 per doz.: 
f.o.b. Chicago. Above are steel lined and black inside, with steel 
bolsters, and no cap. 

Length 35 in., stag or wood handles, $11.50 per doz., 
Chicago. Above are brass lined with nickel silver bolsters, 
and shields, and clean inside. 

Length 35% in., stag or wood handles, $17.75 doz., f.o.b 
Chicago. Above have two cutting blades and one patented punch 


f.0.b 


caps 


blade. They are brass lined with nickel silver bo'sters, caps 
and shields. 

Length 35 in., steg handles, ‘‘Boy Scout” pattern, $19.80 per 
doz., f.o.b. Chicago. Above have one cutting blade, one patented 
punch blade, one can opener blade and one combination screw- 
driver and bottle cap opener blade. All prices are net. 

Butcher Knives.—-Standard Beech handle American made 
butcher knives, “fully guaranteed.” Three brass saw screw 
rivets in handles. 6-in., $4 per doz.; 7-in., $4.65 per doz.; 8-in., 
$5.65 per doz. All prices net f.o.b. Chicago. Standard pattern 
kitchen knives, $1 to $2.50 per doz., net, f.o.b. Chicago 

Razors.—Old style open blade type, with rubber handle, full 
hollow ground, %-in., %-in., %-in., $21 per doz, net, f.o.b 
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Chicago. Three-quarter hollow ground, -in., 
$is per doz., net, f.o.b. Chicago. Half hollow 
Ss-in., %-in., $14 per doz., net, f.o.b. Chicago. 

Safety Razors.—Gillette standard and vest pocket edition, list 
$60 per doz. 

Auto-strop standard and army edition, list $60 per doz. 
takes a discount of 25 per cent, f.0.b. Chicago. 

Extra blades for above, 6's, 50c, and 12’s, $1, less 25 per cent 
discount per package. 


5g-in., 
ground, 


%-in., 
ly-in., 


Above 








Gem Damaskeene safety razors, 1 dozen lots, $8.40 per doz., 
net, f.o.b. Chicago; 3 dozen lots, $8 per doz., net, f.o.b. Chicago; 
12 dozen lots, $7.50 per doz., net, f.o.b. Chicago Gem extra 
blades, lots of 1 dozen packages, $4.20 per doz. packages; 12 dozen 
packages, $3.84 per doz, packages; 36 dozen packages, $3.60 per 
doz. packages. 

Ever Ready safety razors, 1 dozen lots, $8.40 per doz., net, 
f.o.b. Chicago; 3 dozen lots, $8 per doz., net, f.o.b. Chicago. Ever 
teady extra blades, standard package of 6 blades, lets of 1 
dozen packages, $3.36 per doz. packages; per card of 2 dozen 
packages, $6.72 per doz; lots of 5 cards in one shipment, $6.24 
per card 

Toilet Clippers.—Khedive, $1.70 per pair, net, f.o.b. Chicago; 
Success No. 1, $2 per pair, and No. 0, $2.10 per pair, net, f.o.b. 
Chicago; Brown & Sharpe, No. 000, list per pair, $4, less 25 per 
cent discount: Brown «& Sharpe, No. 00. list per pair, $4. less 
25 per cent discount; Brown & Sharpe, No. 0. list per pair, $4, 


less 25 per cent 
$4, less 25 per cent 


Table Cutlery. 


discount: Brown & Sharpe, No. 1, 
discount 


list per pair, 


“Gross Goods,”’ standard makes and patterns, 


cocoa, ebony and white bone handles, $12 to $36 per gross, net, 
f.o.b. Chicago. 

Nickel Silverware.—Teaspoons, $15 per gross, net, f.o.b. Chi- 
cago; tablespoons, $30 per gross, net, f.o.b. Chicago; medium 


Knives and forks, 6 knives and 6 forks to a set, $4 per set, net, 


f.o.b. Chicago. 

Silverware.—We quote from jobbers’ stocks, f.o.b. Chicago; 
Oneida Community ware, tea spoons, $5.38 per doz. net; table 
spoons, $10.76 per doz. net; dessert spoons, $10.16 per doz. net; 
Oneida Community hollow handle, medium knives, $16 per doz. 


net: hollow handle, medium forks, $16 per doz. net; flat handle, 
medium knives, $10.68 per doz. net; flat handle medium forks, 
$10.76 per doz. net; Rogers 1847 hollow hand’e knives and forks, 
medium, $17.34 per doz. of either, net: solid handle medium 
knives or forks, $6.89 per doz. net; Rogers teaspoons on a basis 
of $5.23 per doz. net; table spoons, on a basis of $10.45 per doz. 


net. 
Boston Cutlery Market 
Office of HARDWARE AGE, 
soston, January 10, 1920. 


OOD sized orders for all kinds of cutlery have been 

booked by the local jobbers during the past week. 
These orders, in a majority of cases, have come from the 
larger retail distributing sources. The small retail hard- 
ware dealer so far this year has not been a factor in the 
market. He either has not made up his mind what he 
wants to buy or when, or believes that he can get along on 
whatever odd lots are offered in the market. 

The leading manufacturers of butcher knives and the like 
have revised their lists, and in most cases material ad- 
vances are shown. Some of the cheaper kinds, however, 
cost slightly less due to the fact that manufacturers in some 
instances have moderate supplies on hand. The Oneida 
company has advanced its prices on Community silverware 
about 12 per cent on the corporation’s three lines. Prices 
for pocket knives hold very strong. Some of the jobbers, 
who happen to have a stock, undoubtedly will sell the 
cheaper grades of pocket knives as low as $4.50, but on all 
new stock that is received by them the retailer will have to 
pay at least $1 per dozen more. : 


Snips.—Tinners’, No. 12, $1.10 each: No. 10, $1.75; No. 9, $1.94; 
No. 8, $2.19; No. 7, $2.75 Dental snips, No. 0, $10.90 per doz.; 
No. 1, $11.90. 

Scissors.—Heinisch & Wiss goods, standard embroidery (two 
sharp points), 3 in., $10 list per doz.; 3% in., $10.40; 4 in., $10.80. 
Standard ladies’ (one round and one sharp point), 4 in., $10 list 
per doz.: 5 in., $11.49; 6 in., $12.80. Pocket (two round points), 
4 in.. $19 list per doz.; 4% in., $10.40; 5 in., $10.80 Buttonhole 
1%, in., $12.80 per doz Manicure, 3%, in., $14.20 per doz Nail, 
3% in., $14.20 list per doz 


Shears.—High grade japanned. 6 in., $9.60 per doz.; 6' in., 
"14 in ‘ 








$10.20; 7 in., 310.80; 7 it $11.49; 8 im., $12; 816 in.. $12.66 ’ 
$15: 10 in., $18.50: 11 in., $21; 12 im., $22.70; 13 in., $25.20; nickel 
plated, 6 in., $11.20 per doz.: 6% in., $12.10: 7 im., $12.90; 7 in., 
$13.50; 8 in., $14.20; 8% in., $15; 9 in., $17.80 

Knives.—Butcher. beech handles, standard makes, 6 in.. $3.75 
per doz.; 7 in., $4.50: 8 in.. $6; 10 in $8.50; 12 tn., $12 Ebony 
handles, standard makes 6 in., $6 per doz 7 in., $7.25: 8 in 
$9: 10 in., $12.50; 12 in., $15.50 

Pocket Knives.—Standard two-blade cap. bolster and. shield 
brass lined, desirable sizes, $10 to $11 per doz.: less desirable 
kinds, bolster and shield, $9: steel lines, 3% in two blades, 
$5.50 to $5.75 

Clippers.—Flexible horse lippers, N 1, $12.75; No. 2, $t¢ t 
Discount, 25 per cent 

Safety Razors.—Gillette. reeular sets, $5 to $5.50: traveling 
sets, $16 to $27, less 25 per cent d yunt Auto-Strop, 1 r 
ets, $5. less 25 per cent discount: Gem, $1 sets, $8.40 in n 
ind $9 in less than dozen lots: Ever Ready sets, $8.40 lozen 
lots and $9 in less than dozen lot 





Current Metal Prices—January 15, 1920 


Sheets 


Blue Annealed 
Per Ib. Per Ib. 


Iron and Soft Steel Bars 
and Shapes 


Bars: 
Refined Iron, base price, 









m 3 ere 
: 4.00¢ to 4.25¢ 7 12 80a one 
Swedish Bars, base price. .20.00¢ NEEM oo “tt eee 
Soft Steel: No. bene e eter eens 85 @5.90¢ 
% to 1% in., round and NO. 16 cece eee ee eens ».90@6.00¢ 
Square .....+....-3.52@4.00¢ 
1 to 6 in. x % in. to on Bor Annealed—Black 
3.52@4.00¢ Soft Steel 
1 to 6 in. x 4% to 5/16 c. Re. Wood's 
: >@4.00¢ One Pass, Refined 
Rods—% and 11/16...3.57@4.05¢ Per lb. Per lb. 
Bands, 14% to 6 x 3/16 to Nos: TB-4e DOs <scc 0% 6.80¢ —— 
Mt B.stcstwsensanes 4 22@4 THe Nos. 22 and 24....... 6.85¢ T7.80¢ 
MOONS nscccaednvaeeso 4.47@5.50¢ ES ER ies: 6.90¢ 7.85¢ 
Shapes: a NO. 2B wcovevccvcvecs 6.50@7.00¢ 
Seams and channels—8 to 15 are aa: 7.2006 bao 
Pe 3.47 @3.75¢ No. 28, 36 in. wide, 10¢ higher. 
Angles 
3 in. x 1% in. and larger, Galvanized 
3.47 @3.90¢ Per Ib 
3 in. x 3/16 in. and \% in. . _ 
d Le: Se re 6.50@8.10¢ 


3.72@4.25¢ : : 
1% to 2% in. x % in No. | ere rere rere 6.75 @S8.25¢ 
= - Nos 









1% to 2% in. x 3/16 in., Nos. 
and thicker .......3.47@4.00¢ a ee 
to 1% in. x 3/16 in.. ~—_ 

2 59@4.450 NO. 28 oo. eeeeeee 0@9.50¢ 
1to1% No. _ OE ee 8.00@9.50¢ 
wx % No. 28, 36 in. wide, 20¢ higher. 

4 xh 
% x & Corrugated Roofing, Gal- 
% x 3/32 vanized 

Tees: - 2% in. corrugations, 10¢ per 100 
1x \%& inm.......--. 3.87 @4.75¢ Ib. over flat nate ma 
1% in. x 1% /16 in. 


3.77 @4.50¢ 
1% to 2% x 3/16 in. and 
thicker . @4.10¢ jase Price* on No. 9 gage and 


Steel Wire 






3 in. and larger 3.52@3.95¢ coarser: Per Ib 
brig BASIE wecccceveress 7.50¢ 
Merchant Steel Perth. Bright Basic oaoee 
Tire, 1% x % in. and larger, Annealed Soft .......+.++++- 7.50¢ 
» 3.5°@4.00¢ Galvanized Annealed .......8.00¢ 
Toe calk % x % in. and Coppered Basic ..........-. 8.00¢ 
RS: . cpa iuns ah acwewwe 4.35¢ Tinned Soft Bessemer........ 9.50¢ 
Open-hearth spring steel...... 7.00¢ 
Standard cast steel, base Brass Sheet, Rod, Tube and 
SEEOD: 0.005. 6. 606:66:0'0. 3:30-4:00 14.00¢ y 
Extra cast steel..... 18. 00@20.00¢ ‘ 
Special cast steel... .23.00@25.00¢ Base Price 
j High Brass Sheet....... 2814 @29% 
Tank Plate—Steel ee 
Per lb 
% in. and heavier.....3.67@4.00¢ *Regular extras for lighter gages. 


Chicago Paint Market 


Office of HARDWARE AGE, 
CHICAGO, Jan. 9, 1920. 

jee paint market, from a retail standpoint, is showing 

a seasonable quietness. The late fall and early winter in- 
terior decorating is over and the weather is such as to make 
vutside painting impractical. Jobbers and manufacturers, 
however, continue to do a heavy business. There is every 
prospect of a heavy period of building activity in this sec- 
tion next spring, and dealers generally are getting their 
stocks in readiness to meet the demand. The manufacturers 
of mixed paints are behind with their orders and are work- 
ing to capacity. 

The feature of the local market is the decline in linseed 
oil of 11c. per gallon. This drop is attributed to a sharp 
break in December seed, due to the excellent condition of 
the Argentine seed crop. 

At the same time, turpentine is showing a net advance of 
5e. per gallon. This reflects the belief of the jobbers that 
the turpentine market will be much higher in the next two 
months. 

Denatured alcohol is still advancing, having gone up 4c. 
per gallon during the past week. The supply is very short, 
and there is a very heavy demand from both domestic and 
foreign sources. 

Linseed Oil.—Linseed oil has taken a decline, due primar- 
ily to the break in December seed, which had been cornered 
by speculators. The holders of options were able to get 
deliveries of Argentine seed, and when they attempted to 
sell it the market broke 30c. per bushel. Jobbers exprss 
the belief that the decline is temporary and that oil will re- 
act to higher levels. 

We quote from jobbers’ stocks, f.o.b. Chicago: Strictly pure 
linseed oil, 1 to 4 barrels, one delivery, raw, $1.98 per gal.; boiled, 
$2 per gal. 

Turpentine—The turpentine market shows a net advance 
of 5c. per gallon during the past week. There is a heavy 
demand, due to the belief that higher prices will prevail for 
several months. 

We quote to retailers, f.o.b. Chicago: Strictly pure gum spirits 
of turpentine, in barrels, $1.93 per gal. 





High Brass Wire....... 28% @29¢ 
eer 26% @29¢ 
oe eee eee 42% @4414¢ 


Copper Sheets 
Sheet copper, hot rolled, 16 oz., 
29%¢ per . base. 
Cold rolled, 14 oz. and heavier, 
%¢ per lb. advance over hot 
rolled. 





Hardware Age 





Copper 
TANS Inset oti seats 22 @23¢ 
Dlectrolytic .......... 2 @22¢ 
CE ores ccettcieccns 20% @2Ile¢ 


Spelter and Sheet Zine 
Western spelter ...... 10% @11%¢ 
Sheet zinc, No. 9 base, casks, 

1314 @14¢ 


Lead and Solder* 


Tin Plates American pig lead..... 9% @101.« 
Bright Tin Seer eec tee 10%@11l 
Grade Grade Solder % and % guaranteed... .4i¢ 

“AAA” “oar? Pe ME ba Seu eRU RAS} EO 40« 
Charcoal Charcoal ere ee Bb¢ 


*Prices of solder indicated by pri 
vate brand vary according to com- 


14x20 14x20 





WD. sew rinwe vee $15.00 $13.00 
‘ epi < osition. 
ae Ss suanese 17.25 15.00 : 
IXX 16.75 Babbitt Metal 
IXXX i 18.50 Bost geade, POF Wrececccssces NO¢ 
IXXXX .......... 22.25 20.25 Commercial grade, per Ilb.....50¢ 
Coke—14 x 20 Antimony 
: pS a rrr re 11% @12%¢ 
Primes Wasters vi = 
OR. ssaiven sien $8.80 $8.55 Aluminum 
ee ea a 8.90 8.65 No. 1 aluminum (guaranteed 
Sahat kee 9 wae over 99 per cent pure), in 
ae — a ingots for remelting, per 
Fete e eens 9.25 9.00 BS Seacessareaatns cre 35@38¢ 
Pe. 6saree een 10.25 10,00 
‘Tc See 11.25 11.00 a — gyal . 
Ce) oe 12.25 12.00 fe market is firm. Jealer’s 
eles ys - buying prices are nominall $ - 
ts Cae er 13.25 13.00 lows: - ey adiwclen 
Cents 
Terne Plates ’ Per Ib. 
8-Ib. Coating 14 x 20 Copper, heavy and crucible. ..17.50 
< Copper, heavy and wire...... 16.50 
TOW ID) secasovesretérie nsec $9.35 Copper, light and bottoms... .14.50 
Eee eT SLE he 9.50 DOS, BORGF co ccccvvccoccs 11.00 
een ee ee 10.50 Brass, light.........+-..++. 5.00 
Wieder stock so.cc.c 12.75 Heavy machine composition. ..16.00 
i baer No. 1 yellow rod brass turn 
TM AMES weet eee ee eee eens 10.00 
—— ; n eee No. 1 red brass or composition 
WORMED PAS cise sowescvace 65 @68¢ ree 13.00 
BE! Si sosw picts bre os se TO@T5¢ ERTS Tere ee 6.75 
Amerfean pig. 99 per TOE TOR cccevecsvccsccccves 4.75 
WS so er ker ee 57% @59¢ Wee 46s ctaretnevireneweuse 5.50 


Denatured Alcohol.—The heavy export and domestic de- 
mand for denatured alcohol is reflected in an advance of 4c. 
per gallon on the local market. 

We quote to retailers, f.o.b. Chicago: 180-degree denatured 
alcohol, in barrels, 85c. per gallon. 

White and Red Lead.—The recent advances in white and 
red lead have not slowed up the demand, which is as heavy 
as ever. The manufacturers are still behind with their or- 
ders and are doing their utmost to catch up. Much of the 
present demand is coming from foreign sources. It is said 
that the demand for red lead is the heaviest ever experi- 
enced by the makers. 

We quote, in single keg lots: White lead, 100-lb. kegs, 14%4¢c. 
per lb.; 25-lb. and 50-lb. kegs, 14%c. per Ib.; 12%-lb. Kegs, 1lic. 
per Ilb.; red lead in oil is quoted at 1c. per lb. higher. 

Varnish Gums.—The market on varnish gums is quiet, 
due to the fact that there are practically no supplies for 
sale. This condition will probably continue until in April 
or May, when the new crop of gum is harvested. 

Glues.—Glues remain at the old prices, with the demand 
as heavy as ever. Manufacturers declare that it is very 
difficult to get raw materials, and that if the present con- 
dition continues, glue prices will go higher. 


Steel Wool.—The steel wool situation continues to im- 
prove slowly, although the makers are not as yet receiving 
their full quota of raw material. 

Local quotations are as follows: First grade, No. 00, $1.53; 
No. 0, 938c.; No. 1, 67c.; No. 2, 56¢.; No. 3, 47c. 

Shellac.—The shellac market is decidedly dull, due to the 
fact that there is no shellac obtainable. Shipments arriving 
at Eastern ports is sold before it reaches the docks. Shel- 
lac prices may go higher. 

We quote from jobbers’ stocks, f.o.b. Chicago: Pure shellac, 
4-Ib. goods, gallon cans, white, $6 per gal.; orange, $5.75 per gal 

Waxes.—The market on waxes is very short, with a heavy 
demand. Japan and Bayberry waxes are particularly diffi- 
cult to get. Beeswax is selling on a steady basis, with a 
very firm undertone to the market. Paraffine wax is so 
short in some grades that prices are only nominal. 

Local quotations are as follows: Beeswax, crude light, 45c. per 
lb.: refined light, 47c. per lb.; crude dark, 43c. per Ib.; refined 
dark, 45c. per Ib. 
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Dry Colors.—The demand for dry colors is the heaviest 
in years, for this season. Manufacturers are unable to keep 
up with the demand. The high prices of labor and raw ma- 
terials are keeping up dry color values. 

We quote from jobbers’ stocks, f.o.b. Chicago: Boneblack, 
5inc. to 10c. per lb.; drop black, 6c. to 15c. per lb.; lamp black, 


lie. to 45c. per lb.; Prussian bule, 80c. and up per lb.; chrome 
yellow, 26c. per Ib.; English Venetian red, in barrels, $2.50 to $5 
per cwt.; gilders’ whiting, in barrels, $3 per cwt.; New York 


plaster of Paris, in barrels, $4 per bbl. 


Boston Paint Market 


Office of HARDWARE AGE, 
Boston, January 10, 1920. 
USINESS in the wholesale paint market here during 
past week was considerably interrupted by the twenty- 
ninth annual convention of the Society of Master Painters 
and Decorators of Massachusetts. Prices on paints hold 
very strong. 

Brushes.—Manufacturers of paint brushes are anticipat- 
ing a good business this spring. They are beginning to get 
orders for fresh stock, the fact that prices have not changed 
evidently bringing in some orders a little earlier than antici- 
pated. While the raw material situation is still poor, the 
manufacturers feel they will have enough to supply all 
requirements. 

Dry Colors.—Little of interest has transpired in the dry 
color market during the past week. Prices are reported as 
very firm, but unchanged. 

Barrel Lots.—Plaster of paris, $4 to $4.25 per bbl.; whiting 
(commercial bolted), 2c. per lb.; whiting, gilders’, 2%4c. per Ib.; 
dry zinc (American), 20c. per lb.; lamp black, bulk, 15c. per Ib.; 
lamp black, in 1-lb. packages, 19c.; raw and burnt umber, $c. and 
12c. lb.; raw and burnt sienna, 15c. to 17c.; Prince’s metallic 
brown, 344c.; yellow ochre, 34c.; Venetian red, 24c. per Ib. 

Pound Lots.—Paris green, in 1-lb. packages, 50c. lb; in %-lb 
|. ze 5ic. lb.; in %4-lb. packages, 52c. lb.; ultra marine blue, 

Glue—The demand for glue continues of small propor- 
tions consequently local supplies have not shrunk noticeably 
since last reports. Prices are steady. 

Glue, ground, Il4c. per Ib.; plate, 35¢c. per Ib.; clear bonnet, 
37c. per Ib. 

Lead.—The lead market is very strong, according to paint 
houses here. Since last reports there has been a further 
advance in the pig lead market from 7%c. to 8c. per pound, 
a new high record for this movement. This advance is 
bound to be reflected here sooner or later, say the paint 
men. For that reason most of them are buying lead freely 
and the market appears more active than it has been before 
in some time. 


White, in oil and dry, 12%-lb. kegs, 15c. lb.; 25 and 50-lb. kegs, 
l4%c.; 100-lb. kegs and larger, 14%c.; for 500-lb. lots and over 
deduct 5 to 10 per cent. Dry red lead and litharge, 124-lb. kegs, 
lic.; 25 and 50-lb. kegs, 14% c.; 100-lb. Kegs and larger, 1414c.; 


red lead, in oil, 12%-lb. kegs, 15%c.; 25 and 50-lb. kegs, 154c.: 
100-lb. kegs and larger, orange mineral, 12%-lb. kegs, 15\4c.; 
25 and 50-lb. kegs, 15c.; 100-lb. kegs and larger, 14%c. Ib. 
Oils.—The outstanding feature in this department of the 
paint trade since last reports has been the drop of lic. per 
gallon in prices for linseed oil. This decline is due to 
freer offerings of oil in the market by a New York concern. 
The market probably will remain in an uncertain position so 
long as this firm has anything to offer for sale. Prices for 
turpentine, on the other hand, have been advanced 3c. per 
gallon, and both gasoline and kerosene have been advanced 
le. per gallon, the former to 26',c. and the latter to 19c. 
Castor oil, $2.30 per gal.; cylinder oil, 50c. gal.; gasoline, 50 
gal. or more, 261¢c. per gal.; kerosene, 50 gal. or more, 19c. gal.; 


lard oil, $2 gal.:; alcohol, denatured, 7S8e. gal.: wood, $1.65 gal.: 
linseed, raw, in barrel lots, $1.89 gal.; in 10-gal. lots, $1.99; in 


5-gal. lots, $2.04: in gal. lots, $2.09; neatsfoot, $1.85 gal: sperm, 
$2.30 gal.; paraffin, 35c. gal; floor oils, 50c. gal.; turpentine, $1.84 
fal. in barrel lots; in 10-gal. lots, $1.91; in 5-gal. lots, $1.94; in 
1-gal. lots, $1.96. 

Shellac_—The shellac gum market is much stronger. 
Prices on the cheaper grades have been marked up at least 
5c. per pound, and on the better kinds 5c. to new high rec- 
ords. The advance is due to light receipts from England 
and stronger advices from primary markets. Paint inter- 
ests here can see nothing which indicates lower values for 
gums for many months. 

We quote from jobbers’ stocks: Orange gums, $1.90 per Ib.; 

best white gums, $1.90: ordinary grades of white, $1.80. 
_ Sundries.—The market on sundries has been quiet and un- 
interesting since last reports. The dullness is to be ex- 
pected at this season of the year, however, and there is no 
weakening of prices anywhere. 


Putty (best), in 125-lb. drums, 8c. lb.; commercial putty (in 


drums), 6c.: floor waxes, 45¢c. per Ib.: paraffin wax in 2%5-Ib. 
cases, 118-20 melting, 9%c.; 123-24 melting, 4%c.; 128-30 melt- 
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ing, 10%c.; crude wax, 5%c. per lb.; paint remover, $2.50 list; 
oxalic acid, 35ec. per Ib. 
Varnishes.—Comparatively little varnish has sold during 


the past week. The market is reported as very strong, 
however, and general opinion here seems to be that another 
advance in prices must be made before long in view of the 
strength of the shellac gum and alcohol markets. 


He Hopped Behind the Counter 


By R. A. FAMBROUGH 


RAVELING for a house having never been previ- 
T ously represented in this particular western state, 
I arrived in a thriving town upon my second call. 
Having tackled every hardware store the first trip 
and finally finding one of the four upon whom I called, 
who, I presume, gave me the once over and at once 
realized I was green, besides being a youngster and 
inexperienced, had pity on me and eventually bought a 
small assortment of hardware, it was perfectly natural 
that I should make a bee line for his store. ’ 

I walked in, finding no one in sight. I ambled back 
to the office, an office in which one can easily seclude 
himself but at the same time command a view of the 
whole store. Here I found the buyer, who is also inter- 
ested to the extent of one-half ownership. 

Feeling good over having broken the ice on my first 
trip, I walked over to him with a big smile and hand 
extended. 

I will pause here to say that on this particular morn- 
ing the smile was not returned. I at once observed my 
friend was not in the best of humor. 

Here’s where he began, and I knew my house and I 
ended unless I was very careful. 


Very attentively I listened to his following tale of 
woe. His partner was out of town, his clerk was sick, 
he had been rushed to the limit the past few days, he 
had no one to leave at the store when he went to lunch. 
Suddenly he switched his conversation to business. 

My friend was busy with one customer and two or 
three were waiting. I went to him and asked if I 
might help him wait on the trade. “Sure,” he said. 

I worked in that store all day, stayed there while he 
went to lunch, but never once during the day did I men- 
tion my business, so about 6 p. m. things were slack and 
he walked up to me and said, “Well, we did not get 
around to any buying to-day as we were so busy, so if 
you will bring your catalog down to-night at 7:30 I’ll 
give you an order.” 

I told him I would be there, and, believe me, I was 
Johnny-on-the-Spot. 

That night he gave me a dandy order, and ever since 
we have enjoyed a nice business from that firm. 

The Ohio Cutlery Co., Massillon, Ohio, has been incor- 
porated with a capital stock of $75,000, and will establish 
a plant for the manufacture of various lines of cutlery. 
The company has for some time been operating a plant in 
Canal Fulton, Ohio. 

The Interstate Aluminum Co., Canton, Ohio, has been 
incorporated with a capital stock of $25,000 and will estab- 
lish a plant 60 x 100 ft. on Sixth Street, Canton, in which 
it will manufacture aluminum kitchen utensils and special- 
ize in percolators. T. M. Dubs is president. 

The Hogan-Spencer-Whitley Co., Erie, Pa., has been 
incorporated with a capital stock of $140,000 to manufac- 
ture washing machines and other electrical appliances. 
Among those interested are Jay Hogan, who has been con- 
nected with the Burke Electric Co., Erie; G. P. Spencer, 
formerly sales manager of the Gainaday Washing Machine 
Co., and R. R. Whitley, of Erie. The company will place 
a plant in operation shortly. 
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How Hardware Dealers Tie Up to National Advertising Campaigns—A Drive 
on Stoves—Unique Ad of Mt. Vernon, N. Y., Hardware Dealer 


By BuNT J. PARIS 


Doubling Power of Retail Advertising 


No.1 (1 col. x 7 in.). 
HEN 


you tie up with a nationally advertised 


product you double the power of your publicity. 
You cash in on an impression already made and the 


double punch turns the sale. 


We have been reiterating 


this fact so often in this department that our persis- 




















Another Beauty — 


MIRRO ALUMINUM 


Considering the superb quality of 
this Mirro Aluminum Double Boiler, 


it is amazingly modest in price. Like 
all Mirro utensils, it is an example of 
perfect craftdmanship, and appeals to 
women with sound ideas of home man- 
agement, not only for its durability, 
but for its beauty and convenience as 
well. 

Note the many features of conveni- 
ence in this Mirro Double Boiler that 
you do not find in ordinary aluminum 
ware: 

(1) 
sure 
dles 
boiler can easily 
hand. 

(3) Rivetless, no-burn, 
knob, an exclusive Mirro feature. (4) 
Tightly rolled beads free from dirt- 
catching crevices 

(5) Rounded edges make cleaning 
easy and thorough. (6) Rich Colonial 
design. 

(7) Famous Mirro finish. (8) Fam- 
ous Mirro trade-mark—stamped into 
the bottom of every Mijrro utensil, and 
your guarantee of excellence through‘ 
out. 

You will discover, too, when you 
have used Mirro Aluminum that there 
is no wearing it out. It is made by 
&@ process that insures the hard and 
even thickness that makes for max- 
imum durability. 

If you have not seen this handsome 
alaminum ware, it wit! interest you to 
inspect the Mirro utensils in our ex- 
tensive display. 


.E. HACKLEY 


Hollow steel handles that in- 
comfortable handling. (2) Han- 
together so that complete 
be lifted with one 


come 


ebonizea 








tency is beginning to show 
gratifying results. 

During the past few weeks 
we have shown concrete ex- 


amples of how hardware 
dealers are cashing in on 
national advertising. From 


this week’s mail we have se- 
lected two more particularly 
fine examples. Take this 
Mirro Aluminum ad for in- 
stance The Mirro people 
have been featuring the type 
of cut shown in this ad ina 
big way and the moment the 
housewife looks at this ad 
she recognizes the cut she 
has been seeing in the maga- 
zines. 

The ad goes on to repeat 
the copy arguments which 
were used in the national ad- 
vertising with the inevitable 
result that Mirro Aluminum 
becomes a fixed idea in the 
mind of the reader, and an 
idea so fixed needs only the 
slight spur of desire to 
create asale. The argument 
in both the national and re- 
tail copy has carried the 
reader past the stage of se- 
lection. 

Tie up, friend, with na- 
tional advertising. National 
advertising is merely money 
spent to help YOU. 
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Another National Tie-Up 
0. 2 (8% in. « 11 in). 
AVE the surface and you save all” is a slogan 
which national publicity has made familiar to most 
everybody. Here comes C. Y. Schelly & Bro., Allen- 
town, Pa., with a page in their store paper cashing 


N 








THE FLOOR IN THE AVERAGE 
e ROOM, NOT HARDWOOD. 
Save the surface ang Tove tnd of Geer 19 simest as here 
you save all 7.4 916 f 
THE FLOOR—THE PROBLEM AND e 
THE REMEDY 















HSH YOUR KITCHEN LINO 
CONT THROW IT AWAY 


with these goods and their va 
you, we will describe the part 
conditions under which each wr 
best service 








aint 9 used. 

will be entirely 

covered up, while the Floor Stain Fin 

ish will permit of the design showing 

through to @ limi hed extent. General 
um 


THE KITCHEN, LAUNORY OR 
PANTRY FLOOR 
These rooms constitute the work 
shop of the home. There is no sur 
e face given harder vee than these floors. 
No matter what finish is given them, 





xm 
ie ct the lincleum indefinitely 


pith Where it is necessary or desirable 
it will not last forever, but must Be 1, Cnange from a dark to @ lighter FILL UP THE CRACKS IN THE 
renewed at frequent intervals The fnigh, a coat of Buf! Ground Color 


When eae) ya 





it 
b Hiowing it 
& finish that not only finished the same as the floor 


Jooke well but will wear well 








ng @ floor this treatment. It 
THE HARDWOOD FLOOR it 





coat A pa roy ‘or varnish ean bo read y 
applie: 


best and most lasting protective coat oper finish 
ing that can be apptied le — Floor One of the 
Paint. While it le o the application of @ 

a! ee Bare 





really has the nature 
it te composed of » durable floor var P 
nish, in which permanent pigments 
and coloring matter are ground. Lucas’ 
Floor Paint cov solidly in one coat, 
aithough for new floors, two coate are 44 
recommended. it dries hard a8 a rock 





over night and can be washed and 
scrubbed without affecting its color or 
durability. One quart will give two 
coats to a room 8 feet by 10 fest. It 
is made in the following colors: Buff, 





new mahogany red, terra cotta, brown, 
yellow, moss green, ach and slate. 


dog! 
7! “ne 


to the paint and varnish slogan 





test possible 
Tt driee hard over nig 








> 





2—Tying up 


in on the well-known advice of Messrs. Paint & Varnish. 

They are tying up tight with national advertising 
and the results of their paint and varnish publicity 
are bound to be increased by this very wise move. 
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UNLIMITED CREDIT 


we believe 


SHOULD BE EXTENDED 
TO EVERY |. W. W. 


in the United States 


AT THE END OF A ROPE 
“HANG UP” 


EVERY D----D ONE OF ’EM 
We Will Gladly Furnish the Rope 


SPEAKING OF ROPE 


¢ curry in stock the largest assortinent 


ROPE 








TWINE 
CORDAGE 
SASH CORD 
COTTON LINE, ETC. 


And at Right Prices. 


No charge for rope to be used for I. W. W. purposes 




















3—Bad news for I. W. W.’s, Reds and Bolsheviki 


Paint and varnish makers are paying thousands upon 
thousands of dollars to make this slogan known and 
to make it spur people on to protect their property by 
painting and varnishing. 

Keep a sharp lookout on the advertising activities 
of hardware manufacturers. Go even further—ask 
them their plans and lay yours accordingly. 





‘* Them’s Our Sentiments ”’ 
No. 3 (2 cols. x 8 in.). 
DVERTISING writers who are endeavoring to get 
forceful expression should read this ad by Wm. 
Ludlum of Howard’s Hardware Store, Mt. Vernon, 
N. Y. It seems to us that the ad may be said to be 
fairly succinct in statement and clear in meaning. 

Vigilance committees composed of indignant citizens 
will at least know where they can secure rope free. 

It may be noticed that while this ad is surprising 
you it is selling you rope. . Mr. Ludlum often tackles 
the unusual, but the unusual never tackles him, or at 
least never gets him down, for no matter how bizarre 
the ideal he may corral, he always remembers he is an 
adman for a hardware store. 


Stoves—and More of ’Em 
No. 4 (4 cols. x 14 in.). 


HIS ad appears in the current issue of “Dep’s Pep,” 
the breezy store paper published by the J. G. De 
Prez Company of Shelbyville, Ind. 
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Pretty neat layout, say we. Each stove properly 
illustrated and enclosed in a panel for easy selection 
by the reader. Note the very small panel featuring 
the kitchen gas range and fireless cooker combination, 
something that should become very popular with the 
housewife. 

The heading, opening talk, and top cut used in this 
ad are worthy of a second glance. The appeal made by 
the combination is certainly strong. 


4—Driving hard on stoves 





If itisa Stove 


You will find exactly what you 
want at The J. G. DePrez Co.’s Big 
Busy Store. Ranges or Cooking 
stoves, Base Burners, Soft coal heat- 
ers or Gas stoves, any kind of a stove will be 
found in our stove department and our prices 
absolutely defy all competition. Visit our stove 
department today and pick out the stove you need. 













O Man, You Better 
Get Your New Globe Peninsular 


Ranges 


Lo 


tt 
iltit 


i 
f 
li 
tE 


#33 
i 
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if 





H. 





Peninsular Ranges at $65 and up 

Oak pt 

Heating . And 
Stoves | 


* are looting for 4 



















Tripple Effect 
Gas Heaters 





Peninsular 
Gas Heaters 


Wooo MRATE 


$5.50 and up 


The J. G. DePrez Co.| 


18-20 Public Square Shelbyville's Greate Store | , 

















Brief Notes of the Trade 


Work has started on the new factory of the William 
Schollhorn Co., Wooster Street, New Haven, Conn. The 
company manufactures pliers, ete. 

The United Shoe Machinery Corp., Beverly, Mass., has 
bought the Worcester factory of the United Tack and Nail 
Works, comprising a shop and 9849 ft. of land assessed for 
about $20,500. 

The Butts & Ordway Co., Boston, has moved into its new 
warehouse and has received its initial carload of iron. 

Arthur S. Tucker, Warren, Mass., had the experience of 
having his store broken into early Christmas morning by 
two men, one of whom was arrested. As near as he can 
tell, the robber who escaped carried away two watches, two 
razors, three knives, two flashlights and several batteries. 

E. I. Swan has bought out the business of George A. 
Frazer, Westboro, Mass., taking possession on Jan. 1. Mr. 
Swan during the past two and a half years has been super- 
intendent of the Decatur & Hopkins, Boston, plant, hardware 
jobbers. He served that company in various capacities dur- 
ing the past twenty-five and a half years. Mr. Swan has 
many friends in Boston and has received their well-wishes 
in his new venture. 









ranges 


Jefferson Street. 
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Hardware Age 


Coming Conventions and Hardware Exhibits 


WESTERN RETAIL IMPLEMENT, VEHICLE AND HARDWARE 
ASSOCIATION CONVENTION, Kansas City, Mo., Jan. 13, 14, 15, 
1920. H. J. Hodge, secretary, Abilene, Kan. 

TEXAS HARDWARE AND IMPLEMENT ASSOCIATION CONVEN- 
TION, Dallas, Jan. 20, 21, 22, 1920. A. M. Cox, secretary, 
1808 Main Street, Dallas. 

MOUNTAIN STATES HARDWARE AND IMPLEMENT ASSOCIA- 
TION AND EXHIBITION, Denver, Col., Jan. 20, 21, 22, 1920. 
Place of meeting will be announced later. W. W. McAllister, 
secretary-treasurer, Boulder, Col. 

PAcIFIC NORTHWEST HARDWARE AND IMPLEMENT ASSOCIA- 
TION CONVENTION, Davenport Hotel, Spokane, Wash., Jan. 
20, 21, 22, 23, 1920. E. E. Lucas, secretary, Hutton Build- 
ing, Spokane, Wash. : 

OREGON RETAIL HARDWARE AND IMPLEMENT DEALERS’ 
ASSOCIATION CONVENTION, Imperial Hotel, Portland, Ore., 
Jan. 27, 28, 29, 30, 1920. E. E. Lucas, secretary, Hutton 
Suilding, Spokane, Wash. 

INDIANA RETAIL HARDWARE ASSOCIATION CONVENTION AND 
EXHIBITION, Atheneum Hall, Indianapolis, Jan. 27, 28, 29, 
30, 1920. G. F. Sheely, secretary, Argos. 

KENTUCKY HARDWARE AND IMPLEMENT DEALERS’ ASSOCIA- 
TION CONVENTION AND EXHIBITION, Armory, Louisville, Jan. 
27, 28, 29, 30, 1920. J. M. Stone, secretary, Sturgis. 

WEST VIRGINIA RETAIL HARDWARE ASSOCIATION CONVEN- 
TION, Wheeling, Feb. 3, 4, 5, 1920. John H. Morgan, secre- 
tary, Morgantown. 

NEBRASKA RETAIL HARDWARE ASSOCIATION CONVENTION 
AND EXHIBITION, Lincoln, Feb. 3, 4, 5, 6, 1920. Nathan 
Roberts, secretary, Lincoln. 

WISCONSIN RETAIL HARDWARE ASSOCIATION CONVENTION 
AND EXHIBITION, Milwaukee Auditorium, Milwaukee, Feb. 
4, 5, 6, 1920. P. J. Jacobs, secretary-treasurer, Stevens 
Point. 

MICHIGAN RETAIL HARDWARE ASSOCIATION CONVENTION 
AND EXHIBIT at Grand Rapids, Feb. 10, 11, 12, 13, 1920. 
Headquarters, Hotel Pantlind. Exhibit at the Furniture 
Exhibition Building. A. J. Scott, secretary, Marine City. 
Karl S. Judson, exhibit manager, 248 Morris Avenue, Grand 
tapids. 

IowA RETAIL HARDWARE ASSOCIATION CONVENTION AND 
EXHIBITION, Des Moines Auditorium, Feb. 10, 11, 12, 13, 
1920. A. R. Sale, secretary, Hardware Building, Mason 
City. 

THE PENNSYLVANIA AND ATLANTIC SEABOARD HARDWARE 
ASSOCIATION, INC., CONVENTION AND EXHIBITION, Philadel- 
phia Commercial Museum, Feb. 10, 11, 12, 13, 1920. Hotel 
headquarters, Bellevue-Stratford. Sharon E. Jones, secre- 
tary, 1314 Fulton Building, Pittsburgh, Pa. 

NortTH DAKOTA RETAIL HARDWARE ASSOCIATION CONVEN- 
TION AND EXHIBITION, Municipal Auditorium, Grand Forks, 
eb. 11, 12, 13, 1920. C. N. Barnes, secretary, Grand Forks. 

ILLINOIS RETAIL HARDWARE ASSOCIATION CONVENTION AND 
E\XHIBITION, Hotel Sherman, Chicago, Feb. 17, 18, 19, 1920. 
Leon D. Nish, secretary, Elgin. 

MIssouRI RETAIL HARDWARE ASSOCIATION CONVENTION, St. 
Joseph Auditorium, St. Joseph, Feb. 17, 18, 19, 1920. F. X. 
Decherer, secretary, 5136 North Broadway, St. Louis. 

NEW YORK STATE RETAIL HARDWARE ASSOCIATION CON- 
VENTION AND EXHIBITION, Syracuse, Feb. 17, 18, 19, 20, 1920. 
Ileadquarters, Onondaga Hotel. Exhibition, State Armory, 
John B. Foley, secretary, 607 City Bank 
Luilding, Syracuse. 

MINNESOTA RETAIL HARDWARE ASSOCIATION CONVENTION, 
St. Paul Auditorium, St. Paul, Minn., Feb. 17, 18; 19, 20, 
1920. H. O. Roberts, 1030 Metropolitan Life Building, 
Minneapolis, Minn. 

NEW ENGLAND HARDWARE DEALERS’ ASSOCIATION CON- 
VENTION AND EXHIBITION, Mechanics’ Building, Boston, 
Mass., Feb. 23, 24, 25, 1920. George A. Fiel, secretary, 10 
High Street, Boston, Mass. 


OHIO HARDWARE ASSOCIATION CONVENTION, Hotel Gibson, 
Cincinnati, Feb. 24, 25, 26, 27, 1920. James B. Carson, sec 
retary, Dayton. 

SouTH DAKOTA RETAIL HARDWARE ASSOCIATION CONVEN- 
TION AND EXHIBITION, Sioux Falls, Feb. 24, 25, 26, 27, 1920. 
H. O. Roberts, secretary, Metropolitan Life Building, Minne 
apolis, Minn. 

SOUTHEASTERN RETAIL HARDWARE AND IMPLEMENT ASSO 
CIATION, composed of Alabama, Florida, Georgia and Ten- 
nessee State Associations, Convention and Exhibition, At- 
lanta, Ga., May 4, 5, 6, 7, 1920. Walter Harlan, secretary- 
treasurer, 701 Grand Theater Building, Atlanta, Ga. 

SOUTHERN HARDWARE JOBBERS’ ASSOCIATION CONVENTION, 
Atlantic City, N. J., May 11, 12, 18, 14, 1920. Headquarters, 
Marlborough-Blenheim. John Donnan, secretary, Richmond, 
Va. 

AMERICAN HARDWARE MANUFACTURERS’ ASSOCIATION CON- 
VENTION, Atlantic City, N. J., May 11, 12, 13, 14, 1920. 
Headquarters, Marlborough-Blenheim. F. D. Mitchell, sec- 
retary-treasurer, Woolworth Building, New York City. 

HARDWARE ASSOCIATION OF THE CAROLINAS CONVENTION 
AND EXHIBITION, Greenville, S. C., May 11, 12, 13, 14, 1920. 
Headquarters, Imperial Hotel. T. W. Dixon, secretary- 
treasurer, Charlotte, N. C. 


Swedish Cutlery 


(Continued from page 75) 


cutlery and tools. There are to-day not less than about 
135 workshops and factories. Just think of what could 
be done if this number was reduced to a dozen, and each 
one concentrated on only a few articles! If Sweden 
wants to have any foreign trade of Eskilstuna products 
when the time comes that her southern competitors are 
ready to start in again, she will have to reorganize 
most of her cutlery and tool industries. 

The labor conditions in Sweden have lately been much 
the same as everywhere else in the world. Wages have 
gone up and unskilled labor is now getting higher pay 
than was ever dreamed of. Every city has a strongly 
organized union of different classes of workmen, and 
strikes are daily occurrences, often with months passing 
by before settlement is made. One of Eskilstuna’s 
biggest factories had recently a strike that lasted over 
two months, and no one seems as yet to be able to say 
who pulled the longer straw, the company or the men. 


Have Labor Troubles, Too 


HE dockworkers of most every port are having the 
shipowners entirely at their mercy. A fireman on 
a tugboat in Gothenburg, for instance, will not work 
for less than 75 to 100 crowns ($18 to $25) a day. In 
one case it happened that a fireman was one hour late 
every morning for three days. The company declared 
that he had failed to keep his contract and the man was 
discharged. What happened? Next day the company 
could not get a man to do the work, and not until it had 
been threatened by the union to be refused any help 
of any kind did it agree to take back the very man who 
had caused the trouble. And few men doubt that wages 
are going higher! An eight hour day will no doubt be 
made a law in the very near future, and women will 
probably get the same pay as men throughout Sweden. 
I believe that I am right when I say that every 
Swedish industry that can afford to is increasing its 
stock of raw materials to the limit to-day, based on the 
absolute belief in higher prices in a near future for 
almost any kind of goods. 


Reading matter continues on page 102 
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i AS HETHER it be a dainty 
xu 4 cabinet lid, massive portal 
: 24 or just plain door—there 


is a McKinney hinge or butt of 
proper beauty and design to fit. 


The name “McKinney” on a 
hinge or butt stamps it as a standard 
product—worthy to blend artistic- 
ally with the most elaborate archi- 
tectural design and to perform the 
most sturdy tasks, 


For fifty years McKinney hinges 
and butts -have filled every hinge 
need. 
have served without sagging or 


Effectively and silently they 


repa' They have stood the test 


of years and won! 


Your facilities for designing or 
building are hardly complete with- 
out the McKinney catalog. You 
will find it a valuable reference in 
meeting standard hinge needs and 
matching artistic plans. 


See that this illustrated book 
finds a place within easy arm’s reach! 
A request for your copy will be 
answered by return mail without the 
slightest obligation on your part. 


Hinge consideration ¢s important ! 


McKINNEY MANUFACTURING CO., Pittsburgh 


Western Office, State-Lake Bldg., Chicago 


MCKINNEY 


Hinges and Butts 


Also manufacturers of McKinney garage and farm building door- 
hardware, furniture hardware and McKinney One-Man Trucks 





Export Representation 
































—19) 





—another link in the big campaign! 





This advertisement is appearing 
in the current issues of Architects’ 
and Builders’ publications. Aimed 
directly at a big class of buyers, it 
gives your customers an appreci- 
ation of McKinney Products. 


Otheradvertisements are appear- 
ing in the general magazines. 
all more than 3,000,000 persons are 


campaign. 


Talk McKinney! 


In you are recognized as local head- 
quarters for McKinney Products. 





learning more about McKinney 
Hingesand Butts, garage and farm 
building door-hardware and _ fur- 
niture hardware. Tie your store up 
tight to this national advertising 


Make sure 














Products Being Placed on the Market by Hardware Manufacturers 


‘‘Whirlpool’”’ Electric 
Dishwasher 


An electric dishwashing machine for 
the home, combining efficiency, con- 
venience and durability has lately been 
placed on the market by the Whirlpool 
Manufacturing Company, 1629 Chest- 
nut Street, Philadelphia, Pa. This 
machine is a cylindrical copper can, 
mounted upon a wheeled base so that 
it can be moved into the kitchen from 
the dinner table after loading the 
dishes in two receiving racks—the 
lower one for dishes and silver and 
the upper one for glassware and cups. 
Power is furnished by a General Elec- 
tric quarter horse-power motor. A 
propeller in the bottom cf the ma- 
chine below the racks throws the 
water against the dishes from every 





“Whirlpool” electric dishwasher 


conceivable angle. The action is posi- 
tive, and the manufacturers claim the 
cleaning is thorough and complete. 
The used water can be drawn off 
in a pail, or, if prefer: _., 2 .2rv =imple 


and inexpensive connection can be 
made with the plumbing so that the 
used water may be drawn off directly 
into the waste pipes through a funnel. 
The mobility of this machine is also 
an admirable advantage. 

The dishes do not move in the ma- 
chine, which eliminates largely the 
chances of breakage. Heating the 
dishes with boiling water used in 
rinsing, drives off the moisture and 
makes the dishes practically dry when 
ready to be removed from the ma- 
chine. 


X. L. Sprinkler 


Although the season for sprinklers 
has past for this year, many mer- 
chants are already planning their 
spring buying bit by bit and placing 
their orders early. There are two 
reasons for this, the first being, of 
course, the acute scarcity in so many 
lines of hardware stock and the second 
is that new items of spring stock are 
being introduced to the trade early 
this year. The X. L. Sprinkler manu- 
factured by the X. L. Manufacturing 
Company, 3711 Montrose Avenue, Chi- 
cago, Ill., is shown herewith. 

This sprinkler is claimed to be un- 





XL Sprinkler 
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Reading matter continues on page 104 


usually easy running and durable, as 
the pin runs against a steel ball which 
produces easy running and a larger 
spray. It can be run at either high 
or low pressure by adjusting the 
spreader. The sprinkler heads fit any 
% or % inch pipe fittings. The % 
inch size can be screwed to the end 
of a hose nozzle and used to spray 
circular flower beds or to cover a wide 
area with a fine spray instead of the 
usual straight outpouring of a regular 
hose. i 
“Even Spread” heads are made of 
white, hard non-rusting, non-break- 
able anti-friction metal, which is a 
harder substance than aluminum. 


Columbian Non-Crawling 
Clamps 


The Columbian Non-Crawling Clamp 
was placed on the market a short time 
ago by the Columbian Hardware Com- 
pany of Cleveland, Ohio. It cannot 
crawl because it applies pressure 
straight downward without rotation of 
the screws. In old style clamps the 
serew is turned or rotated by means 
of a knob, a wing nut or an inserted 
lever until the limit of pressure is 
reached. 

In the Columbian Non-Crawling 
Clamp the screw cannot crawl out of 
plumb and become bent or broken be- 
cause the clamp pressure is applied 
without rotating the screw. The screw 
is rotated only until the swivel screw- 
end is in contact with the work. Then 
the knurled knob is held stationary 
so that the screw cannot turn and a 
slight turn of the wing nut in the 
opposite direction forces the whole 
screw straight down and locks it tight. 
To release the clamp the knurled knob 
is held stationary and the wing-nut 
is reversed a quarter turn. The large 
wing nut gives leverage for tremen- 
dous pressure, and this pressure is 
completely effective because it is ab- 
solutely perpendicular. 

These clamps are drop forged steel 
with cold rolled steel screws and screw 
barrels and screw ends. The screw is 
large with strong heavy threads. 
There are seven sizes, from 1 lb. to 
8 lb. 6 oz. 
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YOU CAN’T EXPECT 
RICHARDS-WILCOX SERVICE 



















The RW ine Every length of genuine Richards-Wilcox 

. trolley track for sliding garage doors, ware- 
house doors, barn doors, house doors, fire 
doors, classroom partitions—bears the R-W 


trade-mark. 
Elevator Door Fixtures 
Fire Door Hardware 
Store Ladders & Shelves 
Door Openers &Closers 
Benches & Vises 
Door Checks & Hinges 
Hardware Specialties 
Mounted Grindstones 


Overhead Carriers 





None genuine without it. 





Be sure every piece of track you handle 
bears the Richards-Wilcox mark—it stands for 
strength and durability, careful workmanship, 
accurate alignment. 










Send for General Citalog UA-16, which covers superior 
Sliding Door Hardware for any Doorway. 


Richards Wilcox Mfg. (0. 


siocrs AURORA. ILLINOIS,.U.S.A. .29;vonx 


LOS ANGELES MINNEAPOLIS 
PHILADELPHIA ==" LONDON.ONT. SAN FRANCISCO 





that slides 













































‘‘Badger”’ All-Steel Creeper 


Another motor accessory product 
manufactured by the Badger Manu- 
facturing Company, Milwaukee, Wis., 
is the Badger all-steel creeper, de- 
signed for the purpose of giving the 
mechanic who works under the car as 
much comfort as his cramped position 
would allow. 





All Steel Creeper 


The platform is. built of heavy 
stamped steel to fit the body, a padded 
head-rest is placed at one end and con- 
venient grooves are placed at either 
side for tools. The platform is sup- 
ported with angle iron tied crossways 
with steel strips and stands on roll- 
er bearing casters so that it can 
be easily moved even when support- 
ing the weight of the body. It is 
built primarily for strength and dur- 
ability. 





‘Tittle Sioux’’ Ford Tool 
Set 


The “Little Sioux” Ford Tool Set 
was primarily designed and built for 
the Ford motor but can be used to do 
the same kind of work on all standard 
makes of automobiles. It comprises 
the “Little Sioux” Ford valve grinder 
which combines true mechanical work- 
ing principles with ease and smooth- 
ness of operation. A steady turn of 
the handle in one direction gives the 
valve the reciprocating or forward 
and backward movement which is con- 
sidered essential to perfect valve 
grinding. At the same time it auto- 
matically advances the valve periodi- 
cally on its seat by alternating a full 
turn in one direction with a three 
quarter turn in the opposite direction. 
It thus completes the circle and en- 
sures an even grind, which means a 





Nearly 7,000,000 motor 
vehicles in the United 
States! That means a 
lot of accessories some 
live hardware dealers 


will sell in 1920. 











perfect contact of all parts of the valve 
with all parts of the seat. 

The valve seat reamer ensures ac- 
curate grinding of valve seats and 
makes snug fitting valves. It is made 
at the accurate angles so as to seat 
the valve precisely. The reamer 
shank keeps the reamer exactly cen- 
tered and ensures accurate cutting. 





“Little Sioux’ Ford Tool Set 


The valve refacing tool applies the 
same principle to the valve face that 
the reamer does to the seat and 
smoothes the face of the valve in short 
order. It works like a miniature lathe. 
A few turns fits the valve firmly to 
the valve seat. 

The valve grinding compound is 
placed in the valve before grinding, 
and is also used to put the finishing 
touches on the face of the valve and 
the valve seat. 
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A valve spring is used to place in 
the valve chamber and on the valve 
stem to permit “jumping” and to pre- 
vent too much pressure when grind- 
ing. 

This tool set was designed to mini- 
mize the time and energy required in 
a carbon removing and valve grinding 
job, and its manufacturers claim that 
it has been simplified so that anybody, 
mechanically inclined or not, can use 
it with satisfaction. 


Rear End Tire Carrier 


To the Hudson owner or dealer who 
does not wish to carry the tires on 
the running board, as is necessary in 
this car when it comes from the fac- 
tory, the Badger Manufacturing Com- 
pany, Milwaukee, Wis., offers an at- 
tractive rear end tire holder. It is 
suitable for all styles of the Hudson 
model 10 and can be attached without 





Rear End Tire Carrier 


the need of any mechanical changes. 
It will carry either one or two tires 
or a tire wheel. The tire carrier arms 
can be adjusted so that they will fit 
the standard tire equipment on the 
touring car, inclosed cars or speedster. 
Similar carriers can be furnished for 
earlier models. 

This carrier has been designed s0 
that it can be readily changed into 
a combination tire carrier and bumper. 
Cast integral with the carrier arms 
are ratchet heads to which are at- 
tached either a standard six or thir- 
teen inch sleeve, the first to allow 
clearance to carry one tire, the second 
for two tires. 
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Notes of the Retail Hardware Trade 


WetTumPKA, ALA.—The Kimbrough-Airey-Gaddis Hardware 
Company has commenced business here. A complete stock of 
hardware will be carried by the new concern. 

MopestTo, CaL.—The Stanislaus Implement & Hardware Com- 
pany has bee 2n incorporated with a capital stock of $50,000 to 
deal in belting and packing, buggy whips, builder’s hardware, 
‘ream separators, dairy supplies, gasoline engines, heavy farm 
mplements, heavy hardware, lubricating oils, mechanics’ tools, 
orepared roofing, pumps, shelf hardware, wagons, buggies, and 
washing machines. 

Pomona, CaL.—The Avis Hardware Company, 135 West Second 
Street, has been incorporated with a capital stock of $50,000 to 
deal in hardware, automobile accessories, sporting goods, etc. The 
interior of the eed ’s store will be remodeled and a new store 
front installed. Catalogs requested on electric washing machines. 

GRANVILLE, ILL.—Rieck & Piper have purchased the De Dob- 
beleer hardware stock. 

RUSHVILLE, ILL.—The 
been established in business for the past 67 
from business. 

PORTLAND, IND.—O. R. Beebe has opened a store 
a complete stock of hardware and implement 

DuBUQUE, Iowa.—Geo. Wimmer & Son have started in business 

2206 Couler Avenue, and request catalogs on automobile acces- 
sories, buggy whips, builder’s hardware, building paper, churns, 
cutlery, dog collars, fishing tackle, heavy hardware, kitchen 
housefurnishings, lime and cement, linoleum, lubricating oils, 
mechanics’ tools, oil cloth, shelf hardware and washing machines 

LEAVENWORTH, KaNn.—T. B. Vallette & Son have sold their 
stock to the Crancer Hardware Company. 

Str. JoHN, Kan.—The Shaler Hardware Company, successor to 
F. C. Shaler & Sons, requests catalogs on baseball goods, belting 
and packing, bicycles, buggy whips, builder’s hardware, children’s 
vehicles, churns, cream separators, cutlery, dairy supplies, dog 
collars, electrical household specialties, fishing tackle, galvanized 
and tin sheets, hammocks and tents, harness, heating stoves, 
heavy hardware, lubricating oils, mechanics’ tools, paints, oils, 
varnishes and glass, poultry supplies, pumps, ranges and cook 
stoves, refrigerators, shelf hardware, silverware, sporting goods, 
toys, games, and washing machines. 

MorREHEAD, Ky.—E. E. Maggard, who 
Hardware Company stock, has organized the Consolidated Hard- 
ware Company, Inc., with a capital of $50,000, and the following 
officers: E. E. Maggard, president; S. M. Bradley, vice-president ; 
Dr. G. C. Nickell, vice-president; F. M. Cook, secretary; Robert 
Young, treasurer, and J. L. Boggess, manager. The concern will 
conduct both a wholesale and retail business. 

FARMINGTON, MINN.—P. M. Faricy has engaged in the hard- 
ware business here. 

PIPESTONE, MINN.—Winters & Schapler are 
implement stock of W. B. Brown. 

THIEF RIVER FALLS, MINN.—The 
posed of W. A. Hall, Jr., and O. T. 
in business, requests catalogs on the 
builder’s hardware, electrical household 
department, heavy hardware, paints, oils, 
ranges and cook stoves, shelf hardware, tin 
machines. 

WABASHA, MINN.—August 
ware and implement store to Frank E 
requests catalogs on baseball goods, bathroom 
and packing, builder’s hardware, building paper, churns, cream 
separators, crockery and glass, cutlery, dairy supplies, dog col- 
lars, dynamite, fishing tackle, furnaces, galvanized and tin sheets. 
gasoline engines, heating stoves, heavy farm implements, heavy 
hardware, home barbers’ supplies, kitchen housefurnishings, lino- 
leum, lubricating oils, mechanics’ tools, oil cloth, paints, oils, var- 
nishes and glass, plumbing department, poultry supplies, prepared 
roofing, pumps, ranges and cook stoves, shelf hardware, silver- 
ware, sporting goods, tin shop, wagons, buggies and washing ma- 
chines. 

3RAYMER, Mo.—Charles 
taken over the stock of the 
logs requested on automobile 


Griffith Hardware Company, which has 
years, has retired 


here, carrying 


purchased the Blair 


purchasers of the 


Hall Bros. 
Hall, which recently 
following lines: 
specialties, 
varnishes 
shop, and 


Company, com- 
started 
bicycles, 
furniture 
and glass, 
wi ishing 


hard- 
owner 


Marsch has disposed of his 
Ebner. The new 
fixtures, belting 


Van Trump and Roy Mansur have 
Wells Hardware Company. Cata- 
accessories, bathroom fixtures, belt- 
ing and packing, building paper, churns, cutlery, dairy supplies, 
dog collars, dynamite, fishing tackle; galvanized and tin sheets, 
gasoline engines, heating stoves, heavy hardware, home barbers’ 
supplies, lubricating oils, mechanics’ tools, paints, oils, varnishes 
and glass, pumps, ranges and cook stoves, refrigerators, shelf 
hardware, silverware, sporting goods, tin shop and washing ma- 
chines. 

CARTHAGE, Mo.—The stock of the Drake 
has been sold to the Carmean Reynolds Hardware Company, 
which requests catalogs on the following: Automobile acces- 
sories, builder’s hardware, children’s vehicles, churns, cutlery, 
dog collars, dynamite. electrical household specialties, fishing 
tackle, furnaces, galvanized and tin sheets, hammocks and tents. 
heating stoves, heavy farm implements, heavy hardware, mechan- 
ics’ tools, pumps, ranges and cook stoves, refrigerators, sewing 
machines, shelf hardware, sporting goods, tin shop, and washing 
machines. 

IneRIA, Mo.—Marchant & Waite, 
here, request catalogs. 

ALLIANCE, NEB.—Melick & Redmon, with a_ branch 
Hemingford, and doing both a wholesale and retail 
request catalogs on belting and packing, cream separators, dairy 
supplies, electrical household specialties, lubricating oils, gasoline 
engines, heavy farm implements, wagons and buggies and wash- 
ing machines. 

BELDEN, Nes.—J. G. Myers is the new 
Hardware business Catalogs requested. 

EXETER, Nes.—James T. Houzvicka has succeeded M. L 
rock in business 

ScHUYLER, NEB.—The 
hardware store 

ScriBNER, NeEB.—J. O 
implement stock. 

PARSHALL, N. D.—S. T. 
Brower Hardware 


Hardware Company 


owners of a hardware business 


store at 
business, 


owner of the Valaer 
Roth 
McLeod 


Munger Hardware has bought the 


Milligan, Jr., has taken over his brother’s 


Hankins has sold his stock to The 


NEw CARLISLE, OHIO.—John H. Bevard has purchased the John 
K. Knoop hardware store. 

Bristow, OKLA.—Grimes & Co, have succeeded to the business 
of Wade & Grimes. 

QUINTON, OKLA.—The Quinton Hardware & Furniture Com- 
pany has been incorporated with a capital stock of $12,000. Rob- 
ert E. Cooke, H. C. Dobyns and F. L. Dobyns are the incorpora- 
tors. The concern will deal in the following, on which catalogs 
are requested: Bicycles, buggy whips, builder’s hardware, build- 
ing paper, children’s vehicles, churns, crockery and glass, cutlery, 
dairy supplies, dog collars, dynamite, furniture department, gal- 
vanized and tin sheets, harness, heating stoves, heavy hardware, 
iron beds, kitchen cabinets, kitchen housefurnishings, linoleum, 
mechanics’ tools, ranges and cook stoves, refrigerators, sewing 
machines, shelf hardware, silverware, sporting goods, toys, games, 
wagons, buggies and washing machines. 

SALLISAW, OKLA.—The Herring Hardware Company is increas- 
ing its store space. Catalogs requested on a line of furniture. 

SNYDER, OKLA.—The Peoples Hardware, successor to Smith & 
Brown, requests catalogs on a general line of hardware. 

SULPHUR SPRINGS, OKLA.—The Goff Hardware Company has 
taken over the stock of H, J. Polk. 

Eriz, Pa.—The W. S. Trimble Estate, 1806 Parade Street, has 
sold its stock of hardware to Carl Kissell, who will continue the 
business under his own name. 

MONESSEN, Pa.-—The J. S. Harris hardware store at 451 Don- 
ner Avenue, has been bought by the Monessen Hardware Store. 
Mr. Frederick Wedemeyer will be manager. 

POTTSVILLE, Pa.—The National Hardware Store, Inc., has 
bought the Swalm Hardware Company stock at 21 North Centre 
Street, and remodeled the store. 

Bocota, Tex.—The E. G. Hutchings Hardware Company has 
increased its capital stock from $11,000 to $25,000, and requests 
catalogs on automobile accessories, belting and packing, bicycles, 
buggy whips, builder’s hardware, building paper, children’s ve- 
hicles, churns, cream separators, crockery and glass, cutlery, 
dairy supplies, dog collars, dynamite, electrical household special- 
ties, fishing tackle, galv: inized and tin sheets, gasoline engines, 
hammocks and tents, harness, heating stoves, heavy farm imple- 
ments, heavy hardware, lime and cement, lubricating oils, me- 
chanics’ tools, paints, oils, varnishes and glass, prepared roofing, 
pump, ranges and cook stoves, refrigerators, sewing machines, 
shelf hardware, silverware, sporting goods, toys, games, wagons 
buggies and washing machines. 

CELINA, TEX.—The Stone, Williams & Stone Hardware & Fur- 
niture Compan'y stock has been sold to the Freeman Hardware 
Company. 

ARCADIA, 
Bohrnsteat. 

CoLoma, Wis.—The Follett Company has bought the Vilas Fol- 
lett & Son implement stock. 

DORCHESTER, Wis.—The Quality Hardware Company is the new 
owner of Kratz Bros. hardware stock. 

POCATELLO, IDAHO.—The 30yle-Scanlan 
store has been remodeled, and a line of 
added. Catalogs requested. 

Barry, ILL.—E. K. Stauffer 
hardware store of G. W. 
pany is the new firm 

ERIg, ILL.—E. M. 
Mathews Building. 

DUBUQUE, Iowa.—Geo. W. Healey 
stock to 456 Main Street. The concern has been established in 
business for the past 64 years. 

PRINCETON, Iowa.—C. E. Sander 
of H. C. Baxter. It consists 
baseball goods, bathroom 
whips, builder’s hardware, 
crockery and glass, cutlery, 


Wis.—Doenier & Foster now own the stock of W. C. 


Hardware Company 
automobile accessories 


( interest in the 
Nations Hardware Com- 


has purchased an 
Nations. The 
name. 

Fadden has moved his hardware stock to the 


& Son have moved their 


Company now owns the stock 

; of a line of automobile accessories, 
fixtures, belting and packing, buggy 
building paper, children’s vehicles, 
dairy supplies, dog collars, electrical 
household specialties, fishing tackle, furnaces, galvanized and tin 
sheets, hammocks and tents, heating stoves, heavy hardware, 
home barbers’ supplies, kitchen housefurnishings, lime and cement, 
jinoleum, lubricating oils, mechanics’ tools, paints, oils, varnishes 
and glass, plumbing department, poultry supplies, prepared roof- 
ing, ranges and cook stoves, shelf hardware, silverware, sporting 
goods, tin shop, toys, games and washing machines. 

REED CITy, Micu.— Fred Hemund is now sole owner of the hard- 
ware store formerly conducted by Hemund & Gingrich, having 
purchased the interest of Jacob B. Gingrich. He requests cata- 
logs on a line of automobile accessories. 

LONSDALE, MINN.—-Thomas A. Cecka has purchased an interest 
in the Lonsdale Hardware & Implement Company. 

OsaKIS, MINN.—S. R. Carrier has disposed of his interest in 
the hardware business of Webb & Carrier to J. Manning. Webb 
& Manning is the new firm name, and their stock will consist of * 
automobile accessories, baseball goods, bathroom fixtures, belting 
and packing, bicycles, buggy whips, builders’ hardware, building 
paper, children’s vehicles, churns, cream separators, crockery and 
glass, cutlery, dairy supplies, dog collars, dynamite, electrical 
household specialties, fishing tackle, furnaces, galvanized and tin 
sheets, gasoline engines. hammocks and tents, harness. heating 
stoves, heavy farm implements, heavy hardware, lubricating oils, 
mechanics’ tools, paints, oils, varnishes and glass, plumbing de- 
partment, prepared roofing, pumps, ranges and cook stoves, re- 
frigerators, shelf hardware, silverware, sporting goods, tin shop, 
toys, games and washing machines. 

ARAPHOE, NEB.—E. C. Wagner has purchased the interest of his 
father in J. J. Wagner & Son. No change will take place in the 


firm name. 

NorFoLK, Nern.—B. H. Schurr and J. H. Siemsen have bought 
the hardware and electrical supply business of the B. O. Daubert 
Company. 


SIDNEY, NeEB.—A. A. 


AhIman has sold his implement stock to 
the C ampbell Implement Company. 


SomMPRSWORTH, N ‘ 
ser-Sanborn Company, 
hisehall goods, 
ers’ hardware, 


Day & Randall, 
10 Market 


successors to the Sweet- 
Street, request catalogs on 
bathroom fixtures, bicycles, buggy whips, build- 
, building paper, cream senarators, fishing tackle, 
furnaces, galvanized and tin sheets, heating stoves, heavy hard- 
ware, kitchen housefurnishings, lubricating oils, paints, oils, var- 
nishes and glass, plumbine department. prepared roofing ranges 
and cook stoves, shelf hardware, sporting goods and tin shop 
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